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FAST turnover 


= Bug PROFITS 


WITH ALL-ALUMINUM 
MIAMI AWNING WINDOWS 


Learn the facts about 

this fast-moving, Quality 

Approved, aluminum window. Never 

needs painting— won't stain, tarnish 

or rust. What’s more, its remarkable low price 
brings quick sales and big profits. Stock 
all-aluminum Miami Awning Windows— 


they’re in demand everywhere. 


EASILY CLEANED FROM THE 
INSIDE—No more straining or 
stretching. This feature helps to 
YT MN dlalelohwa Puello Mi sleliil-S am coren 





QUALITY ap) 
. a SH APP ROY ED 
WEATHERSTRIPPED—Eliminate — Aai.a? 
told spots around windowframes. 9 ===: 
“Tough. viny! aoe weather- 


The Original Awning Type Miami-Window (R) 


Pittsburgh Testing Laboratories Air 
Infiltration Tests 0.069 C.F.M. per lineal 
foot of crack perimeter at 25 MPH. 


For further information write, wire 
Je or phone Dept. SBS-4 or see 
mis. Sweet's Architectural File as 


Wi 4 
DY ae 


MAIL THIS COUPON TODAY 


MIAMI WINDOW CORPORATION sss-4 
remem | 


Please send full facts about the all-aluminum Miami | 


Awning Window. 
FACTORY No. 2 — 4610 N.W. 37th 


i i, | id ‘ 
Avanee, Miami, Pherae Check One: Builder Contractor Dealer | 
MIAMI WINDOW CORPORATION OF MISSISSIPPI—Key Field, Meridian, Miss 
MIAMI WINDOW CORPORATiON OF PANAMA, Box 923, 


MIAMI WINDOW CO., N. E. — 


Panama, R. P. 


2077 Elmwood Avenue, Warwick, R. l. 
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LUMBER, PLYWOOD, AND DOOR DISTRIBUTORS 


We Maintain Large Stocks of Both Lumber and Plywood in Many Species of Wood from the U.S.A. 
and Abroad. Among the Items Available for Immediate Shipment Are: 


MAHOGANY 


We are specialists in British Honduras, 
Philippine and African Mahoganies. 


LUMBER 


Tough Ash Hard Maple 


American Black Walnut Birch 


Prima Vera 


Red Gum 


Aromatic Cedar Lumber 
and Closet Lining 


Long Leaf Pine Poplar 
Red and White Oak 


PLYWOOD 


Birch Oak 
Gum Walnut 
Mahogany Fir 


Fir Plyweave Virola (Banak) 


DOORS 


Flush and Entrance Doors 


Fir — Birch — Gum — Mahogany 


PANELING 


Redwood 
Fir Driftwood 
Cypress Fir Ridgewood 


Philippine Mahogany 
Knotty Pine 


WESTERN LUMBER 


Ponderosa Pine Redwood Lumber & 
Kiln-Dried Fir Siding 
Western Red Cedar 


DECORATIVE PLASTICS 


Panelyte—For Commercial Installation and 
Shop Fabrication 1/16” thick- 
ness Wood Grains Now 
Available 


Arborite—For On-Job Application 
1 8” thickness 


TIDEWATER RED CYPRESS 


Boat Stock Dressed Finish 
4 4 to 12 4 No. 1 Shop and Better 


FLOORING 


Oak Block and Strip 
Maple and Beech Strip 
Industrial and Block-On-End Flooring 


Dixie Lumber Co.,Im¢. 26: 1c rece 


NEW ORLEANS 18, LA. 
Telegraphic Address WUX—DIXIE 
Telephone WAlnut 9500 
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LEAD HEAD NAILS* 


* Made under patent number 2077784 


Here is the ideal roofing nail to sell. It builds customer satisfaction; 
builds profits for you. 

The head is encased in lead, which spreads and seals the hole— 
prevents leaks and rust. 

Dixisteel Lead Head Roofing Nails are made by a patented process. 
More than 6,000 pounds of pressure is applied to compress the lead 
over and under the head as well as down the shank. 

They can’t be over-driven. Their heads will not fly off as a result of 
contraction or expansion of the roofing during weather changes or 
z high winds. 

The nail that never Available bright or hot-dip galvanized in seven lengths: 1, 114, 
loses its head! 114, 134, 2, 214, and 214 inches. All are No. 10 gauge. 
Complete head is encased Order a supply from your wholesaler or jobber. 


in lead which seals the 
hole—prevents leaks and 


rust, Won't fly off! @ Free samples on request! 


ATLANTIC STEEL COMPANY «+ ATLANTA, GEORGIA 
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Keep your customers happy with 
FLINTKOTE 


Put new life into homes! 
Recommend colorful FLINTKOTE 
roofing, sidings and 

decorative interior board! 


Are you taking advantage of the recent swing to color? 
Everybody wants color... for modern, new construc- 
tion, and for modernizing existing houses. 



































And we have just what they want. 

Flintkote ... style leader of roofing for the building 
industry ... anticipating the trend, offers a wide variety 
of practical, pleasing colors and blends in asphalt shingles. 

Also... popular, beautiful Flintkote Stri-Color* 
Asbestos-Cement Sidings have virtually revolutionized 
the siding industry. They have handsome, new colors 
for monotone or two-tone effects, or for combination 
with stone, brick, stucco, etc., and the famous Dura- 
SulELD* water repellent, stain-resistant protective finish. 





















































And... lovely new colors enhance our always popular 
line of Decorative Insulation Board and Tile. Use it to 
brighten up game rooms, attic bedrooms, libraries, etc. 

.and to hide unsightly walls and ceilings. 

Get more color into your new and re-modeling jobs. 
You'll find it pays off well in profits and customer satis- 
faction. 

May we send you illustrated literature? 

Tue FuntKotre Company, Building Materials Division, 
30 Rockefeller Plaza, New York 20, N. Y. 


#A trademark of The Flintkote Company 


FLINTKOTE ‘aa 
... Style avd Color Leadon since 1901 
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VIRGIL PARTCH 


“EVERYTHING HINGES ON HAGER /." 


FREE! it you enjoyed laughing at Virgil Partch’s mirth-making cartoon 
this month, send for Hager’s new book containing 28 full-size popular 
“Everything Hinges on Hager” cartoons! It’s FREE! Just address 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + St. Lovis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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12. Installment Financing. Concise 
new handbook and guide explains 
system based on FHA Title 1 and 
regular ABC supplementary plan of 
financing home improvements and 
repairs. Allied Building Credits, Inc., 
P. O. Box 3426, Terminal Annex, Los 
Angeles 54, Calif. 


14. Ventilating Fans. New specifica- 
tion sheets describe Murray line of 
fans, including 20- and 24-inch win- 
dow fans and vertical and horizontal 
ventilating fans. Exclusive sales agent 
is the H. C. Biglin Company, Inc., 
177 Harris St., N.W., Atlanta 3, Ga. 


18. Exterior Plywood. “Better Farm 
Buildings with Exterior Plywood” is 
a two-color folder that covers use 
and construction of farm buildings 
and equipment of plywood. It in- 
cludes over 100 protographs, charts, 
tables, and construction details. The 
Douglas Fir Plywood Association, 
Tacoma Building, Tacoma 2, Wash. 


26. Glass for Construction. Shows use 
of flat glass as windows, window 
walls, doors, partitions, transoms, 
clerestories, 24-pages. Characteristics 
of products. Specification helps. Lib- 
bey-Owens-Ford Glass Company, 
Nicholas Building, Toledo 3, Ohio. 


28. Protective Paper. Two folders 
on uses of Sisalkraft protective 
papers are sent on request. One 
describes covering and _ protection 
uses. The other describes low-cost 
lining for attics, poultry houses, and 
other uses. The Sisalkraft Company, 
205 W. Wacker Drive, Chicago 6, III. 


32. Thrif-T Woodwork. Illustrated 
48-page catalog contains complete 
descriptions and_ specifications of 
Thrif-T packaged millwork items for 


windows, casements, exterior and in- 
terior doors, china cases, wardrobes, 
mantels, overhead garage doors. The 
Roach and Musser Company, Musca- 
tine, Iowa. 


36. Builders Hardware. New items 
and improvements in the Adams- 
Rite line of locks and builders hard- 
ware specialties are shown in cata- 
log No. 49. The Adams-Rite Manu- 
facturing Company, 540 W. Chevy 
Chase Drive, Glendale 4, Calif. 


40. Ideal Millwork. Folders illustrate 
and describe Ideal Brand kitchen 
cabinets, wood window units, coloni- 
al entrances, fireplace mantels, linen 
and corner cabinets, and other mill- 
work. William Cameron and Com- 
pany, Wholesale, Box 889, Waco, Tex. 


42. Thresholds. Twelve types of al- 
uminum thresholds available. Alu- 
minum weatherstrip or spring bronze 
to match. Asbestos siding trim avail- 
able in aluminum and zinc metal. 
Write for descriptive literature and 
prices. Southern Metal Products 
Corp., 921 Rayner St., Memphis, Tenn. 


44, Material-Handling Equipment. A 
specification chart for 45 standard 
Ross carriers is included in an at- 
tractive new bulletin. Various models 
are shown in action in the photo- 
graphs. The Ross Carrier Company, 
Benton Harbor, Mich. 


46. Hollow-Core Doors. Selling 
points of Paine Rezo hollow-core 
flush doors are described in an at- 
tractive three-color folder. Sketches 
show interlocking air-cell grid core 
and other construction details for 
various door styles. The Paine Lum- 
ber Company, Ltd., Oshkosh, Wis. 


48. Asphalt Shingles. A new four- 
color folder for consumer distribu- 
tion shows the interlocking wind- 
proof feature of Ruberoid Dubl- 
Coverage Tite-On shingles. When 
held up to the light, this clever 
folder shows the double and triple 
coverage of the shingles. The Ruber- 
oid Co., 500 Fifth Ave., N. Y. 18, N. Y. 


50. SSIRCO Building Products. [I- 
lustrated literature, newspaper ad- 
vertising mats, radio scripts, in- 
struction sheets, and price lists are 
available on roofing, siding, ply- 
wood, wallboard, insulation, garage 
doors, and screening. Advertising 
Department, Southern States Iron 
Roofing Company, P. O. Box 1159, 
Savannah, Ga. 


60. Clay Pipe and Specialties. At- 
tractive two-color booklet describes 
Oconee vitrified clay sewer pipe, 
fittings, flue, brick, drain tile, and 
structural specialties. The Oconee 
Clay Products Co., Milledgeville, Ga 


64. Masonry Cement. Pocket-size 
booklet contains suggestions for bet- 
ter masonry construction, tables 
showing amounts of mortar and 
masonry products needed, and gen- 
eral information on Cumberland 
Portland Cement Co., Chattanooga 
Bank Bldg., Chattanooga 2, Tenn 


66. Plastic-Finished Panels. A new 
8-page, full-color catalog shows Mar- 
lite plastic-finished wall and ceiling 
panels and other Marsh products. It 
shows solid colors in various colors 
and scorings, plus the variety of 
wood and marble finishes. Marsh 
Wall Products, Inc., Dover, Ohio. 


(Continued on page 9) 





SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N. E. 
Atlanta 5, Ga. 


Gentlemen: 


Name. 
Company 
Address 


City & State 





Please send me the bulletins and catalogs indicated. 


(Print Plainly) 


April, 1953 





Circle numbers below. Bulletins and catalogs 
will be mailed promptly. 
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Thad Heinlein Walter J. Borg, Jr H. F. Redinger 
Erie, Pa. Hill Behan Lumber Co. Erie, Pa. 
Chicago, Ill. 


Ask any one of the 15,000-plus Heatilator* Fireplace 
dealers across the country and they'll tell you 
that it’s easier to sell Heatilator Fireplace 
units. Ask builders, architects . . . they’ll tell 
you that when considering a heat-circulating 
fireplace . . . there’s only one, and that’s the 
Heatilator unit. 


Twenty-six years of continuous national advertising 
has helped dealers sell hundreds of thousands 
of units... more than all other fireplace 
units put together. No other unit has the con- 
sumer acceptance of Heatilator — America’s 
Leading Fireplace. So you can see why it’s 
easier and more profitable to sell the leader. 


Offer your customers complete satisfaction in a fire- 
place that is guaranteed to operate perfectly 
and won’t smoke. Builders like Heatilator 
units because they standardize and simplify 
fireplace construction, yet don’t limit mantel 
design. Best of all, they save time and money 
on the job. You'll like Heatilator units for 
the profits they bring. Heatilator, Inc., 684 
E. Brighton Ave., Syracuse 5, N.Y. 


*Heatilator is the registered trademark of Heatilator, Inc. 


HEATILATOR 
FIREPLA 
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T’‘S EASIER TO SELL 
HEATILATOR FIREPLACES 





Walter Collier Robert J. Fountain 
Methuen, Mass. Long Island 


Builder Builder and Builder 


i i Re ed 


hem 66 re Er 


Damper extends 
full width of throat 


Unobstructed 
throct opening 


One-piece firebox 


All heating surfaces 
of 3/16” steel 
Heating chamber 
at sides and back of fire 


Harold Bradley 
Pittsburgh Architect 


15,000 DEALERS 


CAN’T BE WRONG! 


R. A. McEvery 
Erie, Pa 


a ee ee ee eed 
4 


PE ee ee eer res 


i i ie 


Smooth metal 
smoke dome 


Extra-wide 
down-draft shelf 


Warm air outlet 


Convenient 
damper control 


Air intake 


Intake baffle 
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Increasing your sales-—and profits—is a lot easier 

when you aggressively promote the products you 

sell. To help you, SSirco can supply hard-hitting 

sales aids that will form the foundation of your 

promotional program. Complete advertising and A maT 

promotional material—covering all the top-quality, Your SSire o representative will cag i eg soe 
SSrcodiributeduilding materials —is yours $f pron postin Or des 
without cost. 


THESE FAMOUS PRODUCTS MAKE UP 
SSIRCO STOCK 


These six sales aids are ready to work for you: 


Di M il Pi Ay Reynolds Aluminum Durall Screens 
rect Mal 1eces \? | > Building Products Georgia-Pacific Plywood 
Counter Displays Fetensioe Tone Lo-"K" Cotton 
Radio Commercial ey hae nn 
1 ercials Pay c ees vecuds Columbia-Matic Screens 
Samples y oy oo Shakertown Cedar Shingles 
Product Literature "= /' | EZ-Way Stairways Porno etn 
4 Miami-C Cabinet 
Newspaper Mats pees pn ait tet gag Milcor Steel Products 
Be Board Products Vari-Pitch Louvers 
Insulite Insulation Hamlin Ventilators 
Board Products Anaconda Copper 





Flintkote Products SSirco Steel Roofing 
. ; : — Nu-Wood Insulation and Building Products 
Besides promotional help. you I] get top brand Board Products Barclay Plastic-Coated 
names that builders prefer . . . and keep coming Masonite Hardboards Pg. sia 
} » hi : Upson Panels uperior Metal Trim 
back for. You, too, can hit a new high if you pro as eter = Leslie Louvers 


cash in on this opportunity to boost your profits. Products Alsynite Translucent Panels 


FOR A NEW HIGH IN ALL 3—QUALITY, PROFITS, AND DELIVERY 
—WRITE OR CALL YOUR NEARBY SSIRCO WAREHOUSE 


SOUTHERN STATES 
IRON ROOFING COMPANY 





4 XN 
\ 
\ 


/ 
! 
i 
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See ee 


SUPER WHITE 


...will INCREASE your House @M ICQ) | (9 Sa JWT ET 


Paint SALES and PROFITS! 
GAS PROOF! 


a MUST in every dealer's stock . . . the “paint-wise” choice 

of purchasers demanding these qualities for which Super 

White is recognized: 

@ An exacting standard of value for finest performance 
in Brushability ... Drying . . . Coverage . . . Protection 
..- Durability . .. Economy 


An extra tough, hard, long-life film assured by 30°% 
Zinc Oxide in its formulation 


Its 70% Titanium Pigment content guarantees a beauti- SUPER WHITE 
fully white film that stays white longer . . . self-cleaning GAS-PROOF 
properties not found in ordinary house paints : 


Resists darkening action of industrial fumes and gases 
... perfect for dust storm areas 


FURNISHED ALSO IN 9600 MILDEW RESISTANT WHITE - ; r) 

~ “Cre etacrenee Lor cy. 
FOR AREAS WHERE MILDEW IS PREVALENT TO ASSURE . a PAINT th tad me 
PROTECTION FROM DAMAGE CAUSED BY THIS FUNGUS 


Sold Only Through Dealers e No Company-Owned Stores! 


owocrraxrccnncs WRU Tt te | 
~*~ PAINT AND COLOR COMPANY 


SAINT LOUIS + LITTLE ROCK + DALLAS 


° Please send 
> () Sample Super White House Paint 
« (J Information Dealer Agency Plan 


EE ee a Es 





eeeeeeeeeeeeeeeee8 


init ee (] write TODAY FOR PRICES AND SAMPLE 
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76. Insect Screen. Retail prices of 
Cortland brand insect wire screen- 
ing can be figured quickly and easily 
with a new 22-page Surface Table 
guide. Other sales information is in- 
cluded. Wickwire Brothers, Inc., 
Cortland, N. Y. 


86. Wood Preservative. Descriptive 
literature tells the story of treating 
lumber against termites and decay 
with Penta-Preservative and Penta 
WR. Actual photographs compare 
treated and non-treated woods and 
show how preservatives reduce 
swelling and checking. The Chapman 
Chemical Co., Memphis 3, Tenn. 


88. Asbestos-Cement Building Prod- 
ucts. Shingles and Wallboard: Full- 
color illustrated folders on “Century” 
Asbestos-Cement Roofing and Siding 
Shingles; also illustrated folders with 
application information on “Century” 
APAC Sheets. Write Keasbey & Mat- 
tison Company, Ambler, Penn. 


96. GPX Plywood. New consumer 
folder introduces trade _ character 
who epitomizes the toughness and 
smoothness of GPX _ plastic-faced 
plywood. Folder shows and describes 
construction, specifications, and four 
grades of this material. Thirteen 
popular uses are spotlighted in three 
colors. Georgia-Pacific Plywood 

o., 270 Park Ave., N. Y. 22; N.. ¥. 


98. Ideal Bathroom Cabinets. Cata- 
log shows cabinets in 18 designs and 
a wide range of sizes, including 
chrome-plated, fluorescent - lighted 
models. It also shows clothes-chute 
doors and milk and package receiv- 
ers. The Ideal Cabinet Corporation, 
7722 Joy Road, Detroit 4, Michigan. 


100. Tension Screens. Four Color 
counter display sells the advantages 
of Keystone Aluminum Tension 
Screens, such as easier installation, 
lower cost, eye appeal and durability. 
Easy to follow installation sheets and 
consumer envelope stuffers and 
newspaper mat service are also 
available for distribution to retailers. 
Keystone Wire Cloth Company, 
South Ave., Hanover, Pa. 


102. Stanley Electric Tools Catalog. 
A new 96 page catalog by Stanley 
Electric Tools, Division of The Stan- 
ley works gives full descriptive in- 
formation on the complete Stanley 
line of portable electric tools for 
working in wood or metal. Included 
are such typical items as Stanley 
Safety Saws, electric planes, port- 
able routers, tool sharpening grind- 
ers, electric drills, and many others. 
Stanley Electric Tools, 300 Myrtle 
Street, New Britain, Conn. 


106. National Lockset. Catalog illus- 
trating and describing the complete 
Series “410” National Lockset line. 
Locksets are reproduced in full color. 
Installation instructions, cross-sec- 
tional drawings and available fin- 
ishes are included. Special cutaway 
drawing points up specific advan- 
tages and functions. The National 
Lock Company, Rockford, Illinois. 


118. Metal Siding Trims. Illustrated 
sales sheet and price list gives de- 
scriptions of rust-proof trims used 
for outside corners, inside corners, 
door and window trim, and drip cap 
for use over windows and doors. 
States dimensions, carton content, 
and dealer’s net cost per 1000 feet, 


APRIL, 1953... 


and gives illustrations of siding trims 
in use. National Guard Products, Inc., 
540 Jackson Ave., Memphis, Tenn. 


126. Asphalt Products. The Certain- 
teed Products Corp., 120 East Lan- 
caster Avenue, Ardmore, Pa., has 
issued a new 32- -page, 4- color cata- 
log for its asphalt roofing and siding. 
It contains 90 pictures of Certain- 
teed’s color blends and solid shades. 


132. Completely Concealed Sash Bal- 
ance. A two color folder which gives 
details of design, construction and 
operation of Hidalift Sash Balance 
for double hung windows. Numerous 
illustrations explain the six easy 
steps for installation and the many 
exclusive features of this completely 
concealed sash balance. The Turner & 
Seymour Mfg. Co., Torrington, Conn. 


144. “Porch Enclosures” — A new 
descriptive four page booklet show- 
ing the uses of Jalousies, features 
many photos of Jalousie installations 
that will spark ideas in the minds of 
home-owners who want to add more 
living space by enclosing their 
screened porches for year-round liv- 
ing. Before and after pictures vividly 
demonstrate the advantages of using 
Ludman Windo-Tite Jalousies for 
practical beauty plus year ‘round 
comfort. Ludman Corp., Jalousie 
Div., P. O. Box 4541, Miami, Fla. 


148. Wood Preservatives. Illustrated 
literature, technical bulletins on ap- 
plication, mewspaper advertising 
mats, counter display shipping car- 
tons and price lists are available on 
PENTAchlorophenol wood preserva- 
tives. Wood-Treating Chemicals Co., 
5137 Southwest Ave., St. Louis 10, Mo. 


150. Ponderosa Pine. 72-page book 
describes properties, uses and grades. 
Shows actual pictures of representa- 
tive pieces in each grade. Lists rec- 
ommended grades for various uses 
and standard manufactured sizes. 
Western Pine Association, Yeon 
Building, Portland 4, Oregon. 


152. Louver Windows. Catalog sheets 
describe and show detailed sketches 
of Pro-Tect-U glass louver windows. 
It shows installation details in frame, 
brick veneer, and 8-inch masonry 
construction. The Pro-Tect-U Ja- 
lousie Corp., Coral Gables, Fla. 


colors. 
Color card mineral coating that 
stops water and beautifies all ma- 
sonry in a variety of colors and 
white. To-the-point color card gives 
coverage information for this water 
mix, easy to use, masonry finish. 
American STA-DRI Company, 
Brentwood, Maryland. 


154, eee finishes in 
or 


158. Folding Stairway. Colorful bro- 
chure describes advantages of Pre- 
cision folding stairways. It includes 
installation data. The Precision Parts 
Corp., Nashville 7, Tenn. 


160. Corrugated Asbestos Cement 
Products. A new 82-page manual 
contains numerous drawings and 
photographs to show proper applica- 
tion of Careystone corrugated as- 
bestos-cement roofing and siding. It 
gives complete data and specifica- 
tions, and describes the Carey esti- 
mating service for dealers. The 
Sorgy Carey Mfg. Co., Cincinnati 15, 
io. 


162. Solid Interior Hardwood Panel- 
ing . . . An Illustrative Brochure 
showing characteristics and adapt- 
ability of beautiful tongue and 
groove hardwood paneling in Black 
Walnut, Wild Cherry, and Butternut 
... Chester B. Stem, Inc., Grant Line 
Road, New Albany, Indiana. 


164. Building Materials Catalog — 
A new 12-page catalog with color 
illustrations of typical roofing and 
siding products is now available 
upon request. The catalog contains 
general information and detailed 
specifications on Flintkote asphalt 
shingles, asbestos-cement products, 
insulation products, insulating siding 
and built-up and roll roofing ma- 
terial. Write Flintkote Co., 30 Rocke- 
feller Plaza, New York 20, New York. 


166. Redwood Information — Book- 
lets and complete information on 
redwood lumber and products cover- 
ing subjects such as natural finish- 
ing, painting, gluing, machining, 
siding, board and batten walls, 
screwing and nailing, termites, etc. 
The Pacific Lumber Company, 35 
East Wacker Drive, Chicago 1, Il. 


168. Masonry Cement: New 16-page, 
illustrated booklet outlining the ad- 
vantages of Lone Star Masonry Ce- 
ment in simplifying the problem of 
obtaining uniformly high-quality 
mortar, as well as the economy of 
one rigidly standardized, ready-to- 
use cementing material instead of 
two, with no lime or portland cement 
to add, and no soaking or slaking. 
Provides timely information § on 
soundness, low absorption, high 
water repellency and other factors 
contributing to durable, weather- 
resistant performance. Contains easi- 
ly-read graphs showing effects of 
mix proportions on water retention, 
strength and absorption, effect of 
mixing time on water retention, etc., 
along with convenient reference 
tables for estimating quantities. For 
copy, address Lone Star Cement 
Corp., 100 Park Ave., N. Y. 17, N. Y. 


170. Exterior finishes for redwood, 
are now possible. As a result of tests 
made by the technical staff of the 
California Redwood _ Association, 
various natural exterior finish sys- 
tems have been judged to withstand 
the onslaughts of weather satisfac- 
torily. Wholehearted cooperation by 
finish manufacturers in improving 
their finishes of this type have ef- 
fected three to four times better 
finish life in some cases. The Cali- 
fornia Redwood Association’s Data 
Sheet, “Exterior Finishes for Red- 
wood,” with its supplement listing 
these systems, may be obtained with- 
out charge by writing the Associa- 
tion, 576 Sacramento Street, San 
Francisco 11, California. 


172. Hardwood Flush Doors — Beau- 
tiful new full color 8-page catalog 
illustrating installations of all types 
and complete specifications on all 3 
types of flush doors made by The 
Mengel Company; Mengel hollow 
core doors, Mengel solid core doors, 
and Standardor. Complete data is 
organized and in conformance with 
A. I. A. catalog standards. The Men- 
gel Company, Louisville 1, Kentucky. 
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This Free Book Promotes 


better farming for your customer... better business for you 


HE Farmers and Ranchers Hand- 
boot is a perfect vehicle to help 

your customer and yourself at 
the same time. It costs you only a 
moment of your time to get a supply 
of these helpful gifts for your cus- 
tomers. Imprinted with your name 
and address, they become a valuable 
advertisement for you. 

The 64 pages of the Farmers and 
Ranchers Handbook are crammed with 
information that farmers and ranchers 
can use all through the year, whether 
their main occupation is dairying, beef 
production, pasture cultivation, poul- 
try raising, or growing any of the 
South’s plentiful field crops. 

In addition to agricultural informa- 
tion, the Farmers and Ranchers Hand- 
book contains a descriptive catalog of 
U-S-S American Fence, Tenneseal 
V-Drain Roofing and the multitude of 
companion products bearing the U-S’S 
Steel Label which can be purchased in 
your store or ordered through you. 

Your use of the Farmers and 
Ranchers Handbook and other dealer 
selling aids provided by T.C.I. can 
help make your store “farm service 
headquarters” in your town or county. 

Write today for your supply of the 
Farmers and Ranchers Handbook. 
Send your request on your business 
letterhead to the Advertising Division, 
Tennessee Coal & Iron Division, 
United States Steel Corporation, Fair- 
field, Alabama, and include the name 
and address to be imprinted on the 





front cover. 


TENNESSEE COAL & IRON DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: FAIRFIELD, ALABAMA 
DISTRICT OFFICES: CHARLOTTE - FAIRFIELD + HOUSTON * JACKSONVILLE » MEMPHIS * NEW ORLEANS + TULSA 


U-S°S AMERICAN FENCE 
U°S°S TENNESEAL V-Drain ROOFING 
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Gold Bond ASBESTONE 


Roofing & Siding Products 


monn Wore profits for, yous! 


Attractive appearance .. . freedom from upkeep 
... durability—these are some of the many 
reasons why Gold Bond Asbestone roofing and 
siding materials are so much in demand and so 
widely used. 


When the home or building owner buys Gold 
Bond Asbestone, he is investing in lifetime pro- 
tection and lifetime beauty. These asbestos- 
cement products will not rust, rot, corrode or 
burn. They are weatherproof, termite-proof and 
rodent-proof. Requiring no painting or mainte- 
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WOOD-GRAIN SIDING SHINGLES 
(Straight Edge). Beauty of natural 
wood-grain finish, permanence of 
asbestos-cement. 


America’s most beautiful home ex- 
terior. Rich texture rivals costly 
wood shakes. 


4 


HEXAGONAL ROOFING SHINGLES 
A smooth-finished asbestos-cement An ideal material for heavy in- 
shingle, applied in a diamond dustry. Used for both roofing and 
pattern. siding. 


STANDARD ‘400° CORRUGATED 


NATIONAL GYPSUM COMPANY «+ BUFFALO 2, N.Y. 


Fireproof Wallboards * Decorative Insulation Boards * Lath * Plaster * Lime * Sheathing * Roofing * Sidings 


i Hi 
WOOD-GRAIN SIDI 


nance, they are economical, too—actually cost 
less over the years than other types of exterior 
finishes. 


You will find Gold Bond Asbestone products 
adaptable to many construction uses— residential, 
farm, commercial and industrial. They are easy 
to install. Your customers will like the distinctive 
designs and modern colors. 


Write today for full information. We’ll be glad 
to send it to you. 


DUTCH-LAP ROOFING SHINGLES 
Square-cut, wood-grain textured 
shingle for traditional straight line 
roof treatment. 


Wavy Edge). Same as the shingle 
shown at the left, except that 
bottom edge is wavy. 


f 4 j Bituich Sa 
CORRUGATED WALLBOARD. Flat sheets of as- 
bestos-cement for interior and ex- 
terior use in buildings of all kinds. 
Flexible and utility types. 


ECONOMY ‘250 
For light steel or wood framed in- 
dustrial, commercial and farm 
buildings. 


You'll build or 
remodel better with 


Wall Paints * Masonry Paints * Textures * Rock Wool Insulation * Metal Lath * Sound Control Products 


y 


Gold Bond 
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and now 


MASONITE SIDING 


—the newest member of the 
Presdwood’ Family! 











it’s New! 


MACONITE PRESDPLY 


—the Presdwood-Plywood panel 
that smooths out the tough jobs! 


@ Answers a long-felt need among your customers— 
architects, builders, contractors and home buyers. 

@ For new homes, or remodeled homes. Adds to re- 
sale value of older homes. yf 

e@ Available with Shadowline wood . 
strips to create deep shadows. Permits ly 
smaller overlap. NGS 

@ Out-weathers the weather! Permanent protection 
against rain, snow, heat—even hailstones. Won't Interior grade: for all interior uses, except in cases of high 
rot or corrode. _ humidity or hard usage. 


@ Smoother! Has no knots or grain. — , a Exterior grade. Completely waterproof adhesives, 
Takes less paint and holds it better. | 


@ Recommend it for every job requiring a strong, rigid and 
thick panel with exceptionally smooth and durable surfaces 
that are easy to finish. 

Core made of at least 3 layers of well-seasoned plywood 
and outer plies of tough, super-smooth Masonite Presdwood, 


Presdwood facings are tempered to even greater moisture 
R eect: é A bi PT resistance. Out-weathers the weather. 
ee eee ones SUR ig = Both types in easy to handle 4’ x 8’ panels. In 2”, 4” and 
— feature for you! j 54" thicknesses. 
§. \\\_ @ Stronger! Resists dents, bumps and 
LJ 
scrapes. Won't split, splinter or crack. Now—Masonite Presdwood and plywood have been “mars 
Mia Won’t push nails out. . ried” to bring your customers the best features of both. A 
Gr y @ No short lengths. Packaged in full, true- product you can suggest, recommend—and sell! Has scores of 
i— cut lengths of 8’, 10’ and 12’. uses in and around the home, in stores, restaurants and public 


X 
@ 3 widths to offer: Conventional 12", wider 16” peep Agemnophalewronep y cocrenrey = 

and extra wide 24’. In 5%’ and 44” thicknesses. more selling suggestions, read the leaflet your Masonite 

Even a small home will take plenty of footage. representative will be glad to furnish. Keep a supply on hand! 

Here’s a brand new Masonite market for you to 
promote...one that offers exceptional opportunities 
for steady volume and profits—on new homes and 
homes that need renewing. 

Masonite Siding has many natural advantages that 
will appeal to your customers—and you'll appreciate 
the rapid turnover you'll get from the big promo- 
tional efforts we are putting behind this thoroughly 
tested product. 

Get on the Masonite Siding bandwagon. Give it 
the selling push it deserves in your locality. It’ll pay 
off big! 


ey 








TEMPRTILE ° 

@ Always a good seller. 

@ Clean-cut beveled score lines 

create an attractive tile-like 
pattern of 4” squares on one 
side. Other side smooth. 
Easy to paint or enamel. You 
can build a business of renting 
striping tools to create inter- 
esting contrasting colors in 
Temprtile. 


LEATHERWOOD 


@ One of the most popular 
Presdwood specialty items. 

@ One side richly embossed to 
simulate Spanish-grain 
leather. Other side smooth. 

@ Offers many interesting deco- 
rative possibilities—including 
handsome two-tone effects. 
Many dealers use it as part of 
their permanentdisplay walls. 


VERTICALSIDING,TOO! 


For customers looking fora rich-looking, 


distinctive exterior! Masonite Tempered 
Presdwood in regular 4-ft. width, makes 
an excellent vertical siding material, with 
batten strips. 8’ or 12’ length will cover 
most applications in today’s new homes. 
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@ Suggest Leatherwood not 
only for distinctive wall and 
panel treatments in the home, 
but for stores, restaurants, of- 
fices, theaters, etc. 

@ Provides handsome effects at 
low cost. 

@ In \%” thickness only. To be 
used over solid backing. 

@ 4-ft. panels up to 12 ft. long. 


@ Recommend for bathrooms, 
kitchens, laundries—many 
commercial applications. 

@ Highly resistant to moisture 
and temperature changes. 

@ In %" thickness only. To be 
applied over solid backing. 

@ 4-ft. panels up to 12 ft. long. 
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@ A complete family of hardboards—33 types and thicknesses to do a 


thousand jobs better. 


®@ Quality—controlled every step of the way, from tree-growing to packaging 


of the finished product 


® Well-planned, sales-producing literature and other merchandising aids for 


you to use 


®@ Year-around national advertising aimed at all of your logical markets. 
® Worthwhile margins tec make worthwhile profits for you. 











@ Most popular of all the Presdwood family. 

@ Our basic Standard Presdwood impreg- 
nated with a special tempering compound 
—baked in. 

@ More than six times as resistant to surface 
injuries, 

@ Highly resistant to changes in moisture 
and temperature. 

@ Forall exterior applications, including farm 
structures. 

@ For all applications where extra strength, 
extra surface hardness and moisture-fight- 
ing ability are required. 

@ Like all Presdwood Products, it can be 
sawed, drilled, punched, routed, planed, 
beveled, bent and sanded. Fastens with 
nails, screws, bolts and various types of 
adhesives. 

@ Comes in natural brown or black. 

@ In thicknesses of 4”, 46, 4" and 5%" 4-ft. 
panels up to 12 ft. long. 

@ A steady volume and profit builder for you. 


@ For new homes and re-flooring jobs in 
older homes. 

@ Similar to 4%" Panelwood, but is planed 
on the screen side to a uniform caliber of 
-215 inch. 

@ Offers a smooth, flat surface over wood 
floors or rubber tile, cork tile or carpeting. 

@ In 4’ x 4’ or 4’ x 3’ panels. 


Better Hardboards for Better Building 


@ The original member of the Masonite 
Presdwood family. 

@ An all-wood hardboard made of exploded 
wood chips that are felted into a hard, 
dense, grainless board equally strong in all 
surface directions. 

@ Smooth surface on one side; screen impres- 
sion on other. 

@ Can be bent to graceful curves 

@ In thicknesses of 4", °"’, 4" and 

@ 4-ft. panels, up to 12 ft. long. 

@ See Masonite specification booklet for com- 
plete application possibilities. 


MACONITE 
PANELWOOD 


Similar to Standard Presdwood, but has 
less density. 

For applications needing alight, rigid panel 
without the hardness and strength of Stand- 
ard Presdwood. 

Fine for interior walls and ceilings, soffits, 
porch and breezeway ceilings 
Thicknesses of *\’ and 44" only. Can be 
applied over solid backing or studs 16” o.c, 
4-ft. panels up to 12 ft. long. 


A specially tempered Presdwood for max- 
imum durability in concrete form work. 
In thicknesses of *;"’ and 4 

4-ft. panels, 8 or 12 ft. long. 

Promote to all contractors who have need 
for smooth-surface concrete. 

See complete story in special brochure. Ask 
your Masonite representative for a supply. 


Name 


Better Hardboards 
for Better Profits 








Both sides 
are oh-so- 
smooth! 


EXCLUSIVE 5-FT. WIDTHS! 
Fill more orders for extra- 
wide hardboard! Both 
Standard and Tempered 
Duolux are offered in the regular 4-ft. 
width and an extra wide 5-ft. width, 
Makes possible many more joint- 
free applications. 





@ Growing in popularity every day. 
A profit-builder for you. 

@ For all applications that call for 
perfectly smooth surfaces on both 
sides of the board. 

@ For use in homes, stores, offices, 
factories, institutions, and on the 
farm. 

@ Talk it up among sign and display 
shops in your area, 

@ Available in both Standard and 
Tempered qualities. 

@ Each grade comes in 4", 4%"’ and 
4’ thicknesses. 

@ Each grade in lengths up to 16-ft. 


One of the most usable; salable mem: 
bers of the entire Presdwood family. 
And, with 5-ft. widths to talk about, 
you have a tremendously wide variety 
of applications to sell. 

Here are just a few of the applica» 
tions in homes: Cabinets, flush doors, 
door panels, partitions, valances, 
soffits, built-ins, awnings, shutters, 
room dividers. Dozens of uses in 
commercial and industrial buildings 
as well. 

Play up the extra-smooth, flat 
surface—on both sides. Play up the 
greater paint receptivity this all-wood 
hardboard offers. Keep a good supply 
of Masonite Duolux folders and bro- 
chures on hand. Duolux is a money- 
maker—anyway you look at it! 


Please send me complete information and technical 
data about the Masonite Presdwood family. 





MASONIT © CORPORATION 


Dept. SBS-4, Box 777, Chicago 90, Illinois 


Lo 
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Ideas you plant in your customer’s mind will 
grow into good jobs. Wallace’s Salesmaker Dis- 
play Unit is designed to help you sell the jobs of 
permanent baked finish wall paneling. Wallace’s 
new colorful dealer literature and newspaper 
mat services are also designed to plant the ideas 


that bring prospects to your yard—where the 














Salesmaker Display Unit helps them buy. Don’t 
miss using these selling helps. Your jobber will 
be glad to make all arrangements or you may 


write direct to our factory for complete infor- 








mation. 





} \\ Member 


}{ Prefinished Wall Panel Miz 
Council 
Wace MANUFACTURING CO. 
10th and Fayette North Kansas City, Mo. 
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Builds Spare-Time Houses to Keep Full Crew... . 


Departmental News Sites 


Washington News of Interest to Dealers 
Supply & Demand—Business Outlook 
News of the Month for the Industry 
Manufacturers in the News of the Month 
Association Activities—Convention Reports 
Dealers in the News of the Month 

Hal’s Hunches and Products on Parade 





Copyright, 1953, W. R. C. Smith Publishing Co., Atlanta, Ga. 


jd. CONTROLLED CIRCULATION AUDIT IN BIP, 
NATIONAL BUSINESS PUBLICATIONS 4 


Published monthly and mailed without charge to the wholesale and 
retail lumber and building material dealers in the 18 Southern and 
Southwestern states and the District of Columbia. To all others 
there is a subscription price of 25 cents per copy or $2.00 per year. 


Business Representatives 
CHICAGO: Robert A. Blum, 333 North Michigan Avenue, Tel. Central 
6-4131, 


CLEVELAND: W. G. Sheehan, 2516 Gasser Blvd., Rocky River Station, 
Cleveland 16, Ohio, Tel. Edison 1-0856. 


GASTONIA, N, C.: W. C. Rutland, P. O. Box 102, Tel. 7995. 

LOS ANG on ES: B. Chappell, — Wilshire Boulevard, Los Angeles 
48, Calif., Tel. Webster 3-92 

NEW YORK: Gerard Teasdale, 78 Manhattan Ave., New York 25, Tel. 
University 4-2087. 





SOUTHERN 





th ES SEEN HA 


Buren: San? 





OR) IRS vepeece ewes 


Here’s the answer to your double-hung window 
problems! The new BURNS tension SCREEN’S quick, 
easy installation adds up to more profit for builders. 
No heavy, bulky wooden frames to cut, fit or paint 

. and home-buyers prefer them . . . homes with 
Burn’s tension screens sell on sight! BURNS 
SCREENS stay new looking, they do not rust, stain 
or rot, never need repainting, never sag or warp. 


‘TH EY’RE 
RIFTY 
TH 100!” 


Call, write or wire today 
for information on how you 
can add this profitable seller 
to your stocks. 
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An outstanding opponent of continued 
expansion of centralized government says 


ALLAN SHIVERS has had a notable career in the service 
of the Lone Star state. At the age of 26 he was elected 
to the Texas Senate and served three four-year terms. In 
1946 he was elected Lieutenant-Governor and three years 
lates be became Governor. In 1951 he was elected Chair- 
man of the Southern Governors’ Conference. 


THE PEOPLE of the United States today have a real 
opportunity to reverse the trend toward Big Govern- 
ment. 

For a discouragingly long time we have seen the 
growth in this country of a feeling of impatience with 
any limitations on the powers of the Federal govern- 
ment. We have witnessed the spread of the doctrine 
that Congress and the President and the Federal 
government should have any power they choose to 
assume — that they should be permitted to coerce 
the individual citizen to whatever extent they may 
deem necessary in promoting their own concept of 
the general welfare. 

Now, happily, it seems that the pendulum is poised 
for a swing in the other direction; away from an all- 
powerful central government, away from govern- 
ment by executive decree, away from the specious 
theory of “paramount rights” assumed without bene- 
fit of constitutional or statutory provision — away, 
in short, from Big Government and its attendant evils. 

A demand is growing among the people of the 
United States — and especially among the people of 
the South — that government be brought back home. 
Back home to the states. 


16 


Let’s Bring 


No. 5 of a series on problems 
of business and government 


Under the basic law of our land, the states have 
never been in a position of subserviency to the 
Federal government. The states are the creators, not 
the creatures, of the Federal government. That fact 
has been too much forgotten. 

The doctrine of states’ rights is not an empty con- 
cept, not merely a topic for speeches by politicians. 
It is the foundation stone of our whole system of 
government. 

Article X of the “Bill of Rights” of the Constitution 
of the United States provides specifically and in un- 
mistakable terms that all powers not expressly dele- 
gated to the Federal government remain with the 
states and with the people. That is one of the funda- 
mental safeguards provided in the Constitution. 
Another is that which guarantees the individual 
citizen the free and full exercise of certain rights and 
protects him against encroachment and coercion with 
respect to those rights. 

It is because of such safeguards as these in the 
Constitution that the American government has sur- 
vived longer than any other government which exist- 
ed at the time of the document’s adoption. 

Ours is a government which derives its powers 
from the governed themselves — from the people. 
Our Federal government is not sovereign. Only the 
people are sovereign in this country. In our Constitu- 
tion, the American people set up a government of 
law, not a government of men. 

To the extent that we stray from this basic concept, 
our American form of government is endangered. 





REPRINTS up to five will be furnished without charge. 
Larger quantities will be supplied at cost — 3 cents each. 
W. R. C. SMITH PUBLISHING COMPANY 
806 Peachtree Street, N. E., Atlanta 5, Ga. 
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Government Back Home! 


By ALLAN SHIVERS, Governor of Texas 


“We must fight to halt the 
flow of governmental power 


to the 


There has been too much straying from it in recent 
years. 

But, say the proponents of an all-powerful central 
government, conditions have changed along with the 
times. When the Constitution was adopted in 1787, 
this country had a population of less than four million 
and the Union was composed of only 13 states. The 
Big Government advocates claim that the men who 
drew up the Constitution could not have foreseen 
these changes and would not have presumed to 
legislate finally for a country which is now composed 
of 48 states with a combined population of more than 
150 million. 

Is there justification for this claim? 

I think not. 

I believe that the framers of the Constitution meant 
for certain of its provisions to be as rigid as language 
could make them. I believe that they intended for 
these provisions to remain unchanged through the 
years, so long as this nation should endure. It is my 
considered opinion that these rigid provisions are 
principally responsible for the survival of our Consti- 
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National capitol.” 


Scheibler 


tution for 165 years, making it today the oldest 
constitution in continuous operation in the world. 

The provisions I am talking about are those which 
set up our government as a federation of states — a 
Federal government — and not as a centralized na- 
tional government. 

There are several such provisions. Let us consider 
just two of them: that providing for amendments to 
the Constitution, and that giving each state equal 
representation in the United States Senate. 

The Constitution provides, of course, that amend- 
ments may be submitted to the states by two-thirds 
vote of each house of Congress. But amendments can 
not be put into effect until they have been ratified 
by three-fourths of the states. It is important to note 
that this ratification is not by the people of the United 
States as a whole. Such ratification must come from 
the states acting as separate units. In the process, any 
state has as much voice as any other state, regardless 
of their respective populations. 

The other provision mentioned reads as follows: 

(See GOVERNMENT BACK HOME page 40) 











AVONDALE ELEMENTARY SCHOOL, Amaritio, Texas 
Architects: KERR & SHIVER 
General Contractor: TIMMONS CONSTRUCTION CO. 
Masonry Contractor: VAN DORAN BRI-TICO CO. 
Lone Star Masonry Cement: CROWE-GULDE CEMENT COMPANY 


all of Amarillo. 





High Water Retention is the basis of workability, plasticity and 

bond. In Lone Star Research Laboratory, this standard test 
simulates sucking action of brick. Suction is applied to mortar for one 
minute. Difference in flow of mortar, before and after test, indicates 
plasticity and water retention. Write for new Masonry Booklet— 
address Lone Star Cement Corporation, 100 Park Ave., New York 17 
—or nearest office, below. 


Why the Masons said: 


““Yes,.Lone Star Masonry Cement 


Does Make a Smoother, 


More Plastic Mortar!”’ 








@ “Give us a ready-to-use Masonry Cement which 
we can always rely on for a plastic, workable mix,” 
Masons said, “ta buttery, smooth-spreading mortar 
with good yield and minimum droppage, for eco- 
nomical, high-speed performance.” 


LONE STAR MASONRY CEMENT fits the Masons’ spec- 
ification like a snug-fitting glove. Because of unusu- 
ally high water retention, this Mortar remains plastic 
so brick or block can be properly bedded and good 
bond obtained. There’s less lost motion—you can go 
header-high before striking joints—clean, smooth, 
glossy joints that are the good Mason’s hallmark. 


The country over, attractive structures like this 
well-designed Texas school reflect the quality of Lone 
Star Masonry Mortar in the hands of skilled crafts- 
men—Masons who insist on this Cement for econ- 
omy in quality construction. 


LONE STAR CEMENT 


LONE STAR CEMENTS COVER 
THE ENTIRE CONSTRUCTION FIELD 


CORPORATION 


Offices: ABILENE, TEX. » ALBANY, N.Y. «© BETHLEHEM, PA. - BIRMINGHAM 
BOSTON + CHICAGO + DALLAS «+ HOUSTON + INDIANAPOLIS 
KANSAS CITY,MO. + NEWORLEANS + NEWYORK + NORFOLK 
PHILADELPHIA + RICHMOND + ST.LOUIS + WASHINGTON, D.C. 


LONE STAR CEMENT, WITH ITS SUBSIDIARIES, IS ONE OF THE WORLD’S LARGEST 
CEMENT PRODUCERS: 17 MODERN MILLS, 126,000,000 SACKS ANNUAL CAPACIT* 
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KEY to Profitable Sales... 


THE BEST WAY to make a profit 
on every sale—and to sell more to 
each customer—is to provide and 
maintain complete and _ correct 
Dealer Products Data Books for all 
selling personnel, declares Elias W. 
Nuttle, president of the Nuttle 
Lumber and Coal Company in 
Denton, Maryland, which owns and 
operates other retail building ma- 
terial stores in the eastern shore 
towns of Easton, Cambridge, and 
St. Michaels. 

The Nuttle firm keeps complete 
and current copies of these loose- 
leaf books in all four stores and 
outside salesmen carry copies, so 
that a total of 32 are now in daily 
use. The Nuttle Products Data Book 
is an efficient adaptation of the 
Dealer Products Data Book pub- 
lished by the National Retail Lum- 
ber Dealers Association, which is 
available through the state and 
regional associations affiliated with 
this organization. 

President Nuttle, who is an ac- 
tive worker in NRLDA as a dealer- 


director member from the Middle 
Atlantic Lumbermen’s Association, 
admits that no one name or title is 
adequate for the book that is so 
helpful in the profitable operation 
of his firm. He says it is a catalog, 
price book, specification book, and 
data book all rolled into one! 

This big book has data on the 
materials and supplies sold by the 
four Nuttle stores separated by 
durable dividers. (The full list of 
30 classifications of materials is 
printed on page 64 of this maga- 
zine.) 

Here’s how Nuttle explains the 
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origin and functioning of his Prod- 
ucts Data Book: 

“It has 5,800 items in it, count- 
ing nuts, bolts, and nails of dif- 
ferent types and sizes as separate 
items. In most cases the items are 
listed and priced. 

“We have two categories of 
prices for lumber items. One is the 
house job price. The other is small 
sales price. Each is listed per 
thousand feet. We also have lum- 
ber listed in piece prices, which 
make it easier to handle small 
sales. 

“Each page contains related and 


EVERY SALESMAN, estima- 
tor, and store manager of the 
Nuttle Lumber and Coal Co. 
on Maryland’s eastern shore is 
assigned, and makes constant 
use of, a Nuttle Products Data 
Book. Above, Salesman William 
Taylor, seated at right, checks 
an order requirement for Chief 
Shipper Jack Nuttle, while 
Salesman Frank Duryea, left, 
uses the book to check prices 
for a house estimate in the 
Denton home office. At left, 
Philip Nuttle, Easton store man- 
ager, figures the cost of asphalt 
roofing for a customer. The 
data books include catalog 
sheets, specifications, prices. 





suggested items, such as paint, 
nails, etc., that might be needed 
where a man makes a purchase of 
lumber or some other material. 
This book also contains drawings 
and descriptions of frame construc- 
tion, showing the different lumber 
parts and uses. These pages were 
obtained from the National Plan 
Service, but now are distributed 
by NRLDA through the Dealer 
Products Data Book. 

“We obtained from the manu- 
facturers 8%xll-inch descriptive 
pages of insulation, paint, gypsum 
board, plaster products, asbestos 
and asphalt shingles, and all re- 
lated items, which we inserted in 
our data books. Prices of these 
generally are on mimeographed 
pages. However, some manufac- 
turers furnish descriptive litera- 
ture with blanks for insertion of 
prices, in which we insert our 
current prices. 

“Since similar descriptive litera- 
ture was not available from manu- 
facturers on such products as hard- 
ware, ladders, and metal materials 
and specialties, we made up our 
own pages and had them printed 
by off-set. We made up the pages 
by clipping pictures from catalogs, 
consumer folders, and _ other 
sources. We pasted them on blank 
pages, left blank lines for insert- 
ing prices, then typed in complete 
descriptions of the products. 

“These finished pages were sent 
to the off-set printer. By furnishing 
him at least eight pages at a time, 
he reproduced 300 of each for us 
for a charge of only $3.00 a page, 
or a penny each. The division tabs, 
of course, come in the NRLDA 
Products Data Books. 

“We have found our Products 
Data Books most helpful on the 


THESE TWO MEN see fo it that material prices are figured correctly, 
that all possible data sheets are obtained in quantity and distributed 
to holders of the Nuttle Products Data Books. Secretary-Treasurer J. 
Frank Connelly, right, calls to the attention of Pricing Clerk Comfort 
Hill a steel window price that must be revised. Connelly keeps the 
“Master” copy of the book and a couple of others in reserve for re- 
placements or for new sales personnel. 


desks in our offices and when our 
men go out to make a sale or check 
a job. The book gives the customer 
a great deal of confidence that he 
is receiving the right price. Each 
book is an immediate source for 
any information which the cus- 
tomer might ask and suggests ad- 
ditional sales. It gives both the cus- 
tomer and the salesmen more con- 
fidence.” 

How this book enters into a satis- 
factory sale to prospective home- 
buyers is typified by the experience 
of a Washington couple who de- 
cided to build a home on Mary- 


land’s eastern shore after renting 
a residence in the capital for 25 
years. Both husband and wife had 
accumulated clippings and ideas 
about what they wanted in the 
“home of their dreams.” 

There were “the 1,001 questions 
you can well realize any home- 
owner who’s going to build must 
have answered, if he is not going 
completely broke before the job 
is finished,” as this customer ex- 
plained it to SOUTHERN BUILDING 
SUPPLIES. He continued: 

“The Nuttle draftsman, who had 

(See KEY TO SALES page 62) 
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NUTTLE EASTON LuwBeR co 


use around the two-story building. Display fixtures are 
handsome and portable to expose seasonal merchandise 
to all callers. Manager’s family resides in second story. 
Parking space invites shoppers from principal street. 


THE STARTLING transformation that carefully planned 
remodeling of the old materials store in Easton wrought 
is obvious in these “before and after” pictures. Different 
types of windows and doors stocked by Nuttle are in 
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SMALL STORE — 
BIG IDEAS! 


By S. M. ELLIS 


“A SMALL, well-planned lumber 
yard holds more and sells more 
than a large, haphazard one,” as- 
serts Mrs. Jessie Gilstrap. The best 
proof of her point is the new Jessie 
Gilstrap Lumber Company, which 
held its formal opening in Benton- 
ville, Arkansas, last February. 

After the death of her husband, 
T. J. Gilstrap, she operated yards 
at Bentonville and Van Buren for 
six years. Realizing that her old 
building and yard at Bentonville 
lacked the efficiency and display 
features she desired, she took ad- 
vantage of a lot across the street 
for the ‘‘small, well-planned yard” 
she had in mind. 

For several years before starting 
her construction, Mrs. Gilstrap 


kept a notebook of ideas, culled 
from the best improvements of 
other yards that came to her atten- 
tion, and from suggestions made 
by her co-workers. Her manager, 
Joe Haney, who worked for her 
late husband for 20 years, assisted 
in the planning. Other ideas came 
from Ellis Haney and Oliver F 
Slyter, also long-time employees. 

In the new two-story, 30x114- 
foot building, every foot of space 
has been used for storage and dis- 
play, yet without a_ cluttered, 
crowded effect. 

The store walls are finished with 


MANY wallpaper pat- 
terns are shown in a 
small space by hang- 
ing samples around 
this corner of the of- 
fice. If more of any 
pattern needs to be 
shown, over-hanging 
samples merely are 
lifted. At top right, 
several materials are 
displayed in this win- 
dow recess in hard- 
ware section. Nails and 
other fasteners are 
kept in bins below, 
marked as to size. 
Through the window, 
Mrs. Gilstrap watches 
what goes on in the 
yard. 
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Insulite plank in light green and 
cream, with a lower wainscoting 
and rear section of hardwood %- 
inch plywood in walnut, mahog- 
any, and oak, highly polished. 

The counter running through the 
store is a long bank of nail bins, 
each holding a keg. These 38 bins 
are on both sides of the counter. 
The counter top is hinged so that 
it is lifted for easy filling. 

Tacks are kept in sliding draw- 
ers or bins, plainly labeled. 

The paint shelves were planned 
to accommodate various sizes. By 
these shelves is a small desk that 
Mrs. Gilstrap uses to demonstrate 
paint and paint removers. She has 
sold many gallons of the remover 
by demonstrating it right on the 
desk, to the amazement of cus- 
tomers. 

A corner of the display room is 
used for wallpaper samples. Here 
the customer makes her selection. 
The stock is stored upstairs. 

A 30-foot-wide paved driveway 
stretches between the building and 
the lumber shed, which measures 
20x148 feet. An advantage of this 
driveway is that trucks can load 
easily from the shed, or unload 
into the warehouse on the second 
floor of the main building. Sliding 
doors on this upper warehouse 
floor were planned to be within 
easy reach of the workman stand- 
ing on a truck. Thus, all warehouse 
stocking is done from the outside. 

Adding to the flooring stock is 
typical. As the truck swings around 
the driveway to the rear, one man 
passes the flooring through the up- 
per warehouse door to another 
workman, who quickly stacks it. 

Cement and lime have their own 
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IN HER NEW store at 
Bentonville, Ark., Mrs. Gil- 
strap ‘displays all items that 
her firm sells. The building 
’ itself*shoWs as many as pos- 
sible—like the double-hung 
and picture windows and 
door shown here. The new 
shed at right is designed to 
compactly store and protect 
lumber and other materials. 


special stockroom, downstairs at 
the back. 

A small workroom behind the 
store holds a display of doors and 
windows. Here also is a long work 
table, that serves double duty as 
a screen and hardware cloth meas- 
uring and cutting device. Screen. 
stocked in bins below the table, is 
laid on double rollers, unrolled, 
measured, and cut. This workroom 
also includes an upright glass cut- 
ter, for additional service. 

Each of the three walls at the 
front section of the store features 
a different window sold by the 
Gilstrap firm. Mrs. Gilstrap’s own 
small office at the rear of the dis- 
play floor has glass jalousies. 


Located at 218 South Main 
Street, the store attracts traffic 
with its neon sign and display 
windows. 

When a customer comes into the 
store, he is greeted promptly either 
by Mrs. Gilstrap, who can see him 
through the glass jalousies, or by 
Haney, from rear desk. 


WHENEVER a customer is 
doubtful about a paint re- 
mover, Mrs. Gilstrap pours 
some of the brand she sells 
right on the desk! The 
amazed customer is always 
convinced that it will re- 
move an old finish but won’t 
ruin furniture or woodwork. 


Recommendations for 
Concrete Slab Floor 


After a two-year study of frost 
action on concrete floor slabs for 
basementless houses, the University 
of Illinois Small Homes Council re- 
cently released a set of recommenda- 
tions for the construction of shallow 
foundations and concrete slabs laid 
on the ground. 

To establish these design and con- 
struction requirements, the relation- 
ship of temperature, soil type, soil 
moisture, and vertical movement 
were observed on four experimental 
floor slabs of house size. The founda- 
tions and drainage conditions varied 
for the slabs—4-inch concrete laid 
on a moisture barrier over gravel. 

The floor and the foundation of 
such concrete slabs, according to the 
recommendations, should be “mono- 
lithic’—built as one piece to elimi- 
nate differences in vertical move- 
ment due to frost action. 

All footings should be placed on 
undisturbed soil. They should be of 
a width dictated by good practice 
and they should be sufficiently deep 
to be beneath any organic matter. 

The various types of soils on which 
slabs are laid are an important factor 
in the design recommendations. The 
use of a shallow foundation, for ex- 
ample, is not recommended on a silt 
or a silty-sand soil. 

Shallow foundations can, on the 
other hand, be built directly on soils 
made up of clean sands or gravels, 
since frost causes practically no 
movement in this type of material. 

In a mixed grain soil, there must 
be sufficient clay to make the soil 
act as a “closed system” over the 
most prolonged freezing period. This 
means that there must be enough 
clay to prevent capillary rise of 
moisture during the freezing period. 
(Any ice forming in the soil would 
be due, therefore, solely to the mois- 
ture content within the clay.) 

Fills of clean sands or gravels 
should be used beneath the floor to 
the bottom of the footing so that the 
floor and foundation can be subject- 
ed to the same amount of frost action. 
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THREE FACTORS TO WATCH 


for sound management of your business 


IN THE MANAGEMENT of any 
business concern, no matter wheth- 
er it is a peanut stand or an in- 
dustrial giant like General Motors, 
five main functions must be per- 
formed with at least reasonable 
effectiveness if that enterprise is 
to survive and prosper. These five 
functions are: 

1. Buying. 

2. Producing. 

3. Selling. 

4. Administration. 

5. Financing. 

A failure in any one of these 
functions can result in a bank- 
ruptcy. This discussion deals only 
with the fifth function, namely, 
financing. 

At first thought, one might say 
that the main problem in handling 
the financing of any concern is 
simply to see to it that there is 
money in the till to meet obliga- 
tions punctually as they mature. 
Superficially, that is true. But, 
basically, the problem is to estab- 
lish and to follow such funda- 
mentally sound financial policies 


that the ability to meet obligations 
promptly will follow as a logical, 
inevitable consequence under all 
conditions. 

There are, I think, three basic 
financial policies or principles 
which should guide the manage- 
ment of a business enterprise in 
handling its financing. If followed, 
they should lead to a sound finan- 
cial condition at all times. Briefly, 
these three principles are as fol- 
lows: 

1. The investment in net fixed 
assets should be in proper propor- 
tion to the tangible net worth. 

The violation of this basic policy 
occurs when too much of a con- 
cern’s capital is invested in fixed 
assets. Such a violation raises costs 
of maintenance, insurance, and 
watchmen’s services. It may raise 
the “break-even point” to a level 
which can not be maintained under 
conditions of economic stress. 
Worst of all, it absorbs liquid 
capital which ought to be reserved 
for the day-to-day operations of 
the business. 


By HOWARD E. KROLL* 


*THIS CONDENSATION of a 
speech delivered by Howard E. 
Kroll at the recent annual con- 
vention of the Southwestern 
Lumbermen’s Association con- 
tains pertinent advice for man- 
agement. He is the specialized 
report manager for Dun and 
Bradstreet, Inc., Chicago re- 
gional office. 

Referring to the copyrighted 
chart below, Kroll says a con- 
cern’s financial stability is en- 
dangered: 

1. When fixed assets to tangi- 
ble net worth exceeds 32.6%. 

2. When net sales to working 
capital are more than 6.11 times 
a year. 

3. When inventory to work- 
ing capital is more than 101%. 


As to how much of a business 
firm’s capital should be invested in 
fixed assets, there is no one cate- 
gorical answer that would fit all 








Financial Condition of Building Material Retailers* 


Five Year Average (1947-1951) 


Inter-Quartile Range (1951) 
Upper Quartile 
Median 


Lower Quartile 


Fixed Assets 
to Tangible 
Net Worth 
Per Cent 


22.3 


Net Sales to 
Working Capital 
Times 


3.89 





13.1 6.11 











18.9 3.81] 





32.6 2.72 











Inventory to 
Working Capital 


Average 
Collection 
Period Inventory 
Per Cent Days imes 


Net Sales 
to 


66.0 46 6.0 


55.1 
72.2 








101.0 








(Data Copyrighted by Dun and Bradstreet, Inc.) 
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lines of industry. Dun and Brad- 
street and other organizations com- 
pile statistics showing this and 
various other relationships in many 
different lines of business. 

Dun and Bradstreet figures show 
that, in the retail lumber and build- 
ing materials line, the typical con- 
cern in 1951 had about 19 per cent 
of its tangible net worth invested 
in net fixed assets. The typical 
range was from 13 to 33 per cent. 

If you are planning any addi- 
tions to your fixed assets which 
will raise your investment in such 
assets to more than 45 per cent of 
your tangible net worth, it might 
be exceedingly wise to think twice 
because you may then find your- 
self without enough working capi- 
tal for your needs. 

2. Net working capital should be 
in proper proportion to the annual 
sales. 

Net working capital is the dif- 
ference between the current assets 
and current liabilities. If a com- 
pany has current assets (cash, re- 
ceivables, merchandise) of $30,000 
and current liabilities (debts which 
come due within one year) of $10,- 
000, then its net working capital is 
$20,000. 

Basically this second principle 
means that it takes net working 
capital to do business. With $5,000 
of net working capital, a small 
grocery may find its operations 
comfortably financed. But to han- 
dle a sales volume in the millions, 
a great deal more net working 
capital is essential. In other words, 
there is a limit to the amount of 
business that can be safely trans- 
acted with a given amount of net 
working capital. 

The violation of this second 
policy occurs when a company tries 
to handle too much business for its 
available net working capital—or 
when it does not have enough net 
working capital for its volume. 


BY STUDYING the table at 
right, a retailer can compare 
his sales, operating costs, and 
profits with those of dealers 
across the nation who did a 
comparable volume of business 
in 1950. This table is repro- 
duced with permission from 
Dun and Bradstreet’s “Cost of 
Doing Business” survey of lum- 
ber and building material deal- 
ers for 1950. A column of blank 
lines is provided for direct 
entry of your figures for critical 
comparison. 


This condition can be measured by 
dividing the annual sales by the 
net working capital to arrive at a 
figure which tells us how many 
dollars of annual sales are trans- 
acted for each dollar of net work- 
ing capital. 

As to what this figure should be, 
again no one answer applies to all 
lines of industry. Dun and Brad- 
street figures show that the typical 
retailer of lumber and ‘building 
materials in 1951 transacted $3.81 
of annual sales for each dollar of 
net working capital. The typical 
range was between $2.72 and $6.11. 

When this figure becomes too 
high, say $8.00 or more, a condi- 
tion called ‘‘over-trading” tends to 
develop. “Over-trading” is much 
like driving a car too fast. It gets 
a man to his destination more 
quickly but the risk in getting 
there rises awfully fast with the 
greater speed. And if anything un- 
expected happens, the “over-trad- 
ing” concern, like the speeding 
driver, may find itself unable to 
slacken its speed or change its 
direction quickly enough to avoid 
a fatal crash. 

Violations of these first two 
financial policies frequently occur 
together, but not always. A com- 
pany may violate the first by put- 
ting too much of its capital in an 
addition to the plant, or by buying 
too fancy a store-front. With its 
expansion completed, it soon finds 
itself with less net working capital 
to handle a larger volume, then 
“over-trading” results. The conse- 
quences vary from a temporary 
headache to bankruptcy. 


3. Inventories should always be 
less than 100% of the net working 
capital. 

This third policy arises from the 
mathematical truism that the mo- 
ment the investment in inventories 
exceeds 100 per cent of the net 
working capital, it follows immedi- 
ately that cash and receivables no 
longer cover the current liabilities. 

The old adage that “‘when cash 
and receivables cover the current 
debt, the condition is generally ac- 
ceptable” has a lot of merit. It 
means that a company in such a 
condition knows where the cash is 
coming from with which to meet 
its debts. 

Conversely, a company not in 
this condition is vulnerable because 
if business conditions suddenly 
change for the worse, it will have 
insufficient cash and its principal 
source of funds will have to be 
from the sale of merchandise at 
just the time when customers do 
not want to buy. 

A consistent policy of maintain- 
ing inventories always less than 
100 per cent of the working capital 
will result in a condition featured 
by cash and receivables always 
covering the current liabilities. 

The violation of this third finan- 
cial policy occurs when a concern’s 
inventory is equivalent to more 
than 100 per cent of its net work- 
ing capital. When such a condition 
exists, corrective measures are 
called for. 

If the inventory is too large, an 
analysis should be made to deter- 
mine what stocks can be reduced 

(See THREE FACTORS page 26) 





Typical Net Sales per Concern 
Net Sales. . Les orcts 
Cost of Goods Sold 76.5 
Gross Margin 23.5 
Expenses—Owners’ Compensation 4.2 
Employees’ Wages 7.2 
Occupancy Expense 1.8 
Advertising : 0.6 
Bad Debt Losses... 0.4 
Delivery Expense 1.2 
All Other Expense 2.3 
Total Expense : 77 
Net Profit Before Income Taxes 5.8 


Net Profit on Net Worth (°%) 16.9 
Net Worth Turnover (per year) 3.1 
Inventory Turnover (per year) 5.2 
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MOST CONSUMERS are aware of 
some type of wallboard that is 
either pre-finished or provides an 
inexpensive interior wall to be 
painted or papered. But many of 
them do not realize how inexpen- 
sively insulating board can add 
greater living pleasure for them 
and their families. 

The dealers who wake them up 
to this fact are in for profits! 

The most popular characteristic 
of insulating board is its low cost 
—both in price and installation. It 
provides a_ practical method of 
covering big areas, combining in- 
sulation against heat and sound 
with a finished surface. Some 
brands have a fire-resistant coating. 

Nearly every couple buying a 
small home are potential cus- 
tomers. Most such houses contain 
space—usually in a basement or 
attic—where a little finishing could 
provide more living area. The 
dealer’s problem is to show them 
how they can afford to do it im- 
mediately. 

Create the Demand. Many manu- 
facturers offer literature and coun- 
ter displays with photographs of 
additional rooms or modernized 


THIS ATTRACTIVE room does 
double duty. Built in the attic 
with insulating board panels, it 
provides a place for children 
to play. Built-in storage draw- 
ers and compartments hold 
toys, linens, out-of-season wear- 
ing apparel. Special steel nails 
are now made for applying 
wallboard. They are grooved 
for tighter hold, lacquered to 
match the board’s color. Top 
photo shows how easily acous- 
tical tile may be applied over 
plaster ceiling. 


Sell em \NSULATING BOARD 


to modernize home interiors 


old rooms, created with their in- 
sulating board. But the closer the 
dealer hits home, the more atten- 
tion his promotion gets. 

Figure exact costs of typical 
rooms for your area — emphasize 
the small monthly payment for 
materials if the home-owner does 
his own work, or the whole job if 
the dealer assists with contracting. 
Ads might even mention the name 
of a bank that seeks to make such 
loans. 

If possible, place pictures of such 
remodeling, with the monthly pay- 
ment message, in a bank or other 
public place. Enlarged photographs 
make good window displays. 

Stage a competition for local 
home-owners, offering a prize for 
the best description of “How I 
would add a room in my attic” or 
“How I would remodel a room 
with wallboard,” specifying use of 
this material. 

Show movies or sound-slide films 
—obtained from manufacturers or 
associations—on use and installa- 
tion of these wallboards before the 
contest to stimulate consumer in- 
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terest and locate more prospects. 
Such a competition often gets free 
publicity in newspapers and radio 
programs. 

If space on your display floor 
permits, use one corner to repre- 
sent a room or part of a room. Re- 
quest the opinion of leaders in 
local women’s clubs in choosing a 
color and pattern, possibly drapes 
for a window or slip-cover ma- 
terial for a sofa or chairs. This area 
could serve as a planning center, 
as well as display area for wall- 
board. 

Most women’s clubs welcome an 
occasional program on home deco- 
ration and would approve such a 
topic as “The Place of Insulating 
Board in Home Decoration,” cover- 
ed by a company representative. 

Christmas offers an opportunity 
to suggest these panels or plank 
for a children’s playhouse or a play 
room in some part of the home as 
yet unfinished. 

Requests for other materials 
often offer an opportunity to sell 
insulating board. Tactfully find out 
for what purpose a customer wants 





such materials. If paint is to be 
used to cover old wallpaper, for 
example, have prices at your finger 
tip to quote the approximate dif- 
ference between covering the old 
paper and applying fresh, already- 
finished insulating board. 

Many a customer turns away 
from home improvements he had 
considered because the bill of ma- 
terials came to more than he 
imagined. Such customers usually 
have a mental picture of what they 
would like, and a salesman often 
has to show them colorful pictures 
of attractive uses of insulating 
board to help him form a new 
desire that is satisfactory. 

An inquiry about plywood to 
build a tool storage rack could turn 
a would-be home workshop into a 
pleasant hobby room for all mem- 
bers of the family—if the dealer 
sells a finished wall surfacing ma- 
terial for the walls. 

Prove its Performance. Insulat- 
ing board and tile—like all ma- 
terials—have limitations in serv- 
ice. A wise dealer points these 
facts out in order that a customer 
will not expect performance for 
which the material was not design- 
ed in the first place. 

Show large sheets of every de- 
sign, kept dusted at all times. Cus- 
tomers want to know how they 
look on walls—not in small sam- 
ples. Book-like display stands — 
frequently used to show doors — 
can be made to hold wallboards 
by tacking sample boards to each 
side of furring strips. 

Keep displays up to date. Most 
manufacturers make constant im- 
provements in their wallboards, 
add new finish colors. Each time 
such an improvement or shade is 
added, the public should be in- 
formed. Make it news! 

Make a display that shows the 
various types of joining these wall- 
boards and planks. Joints can be 
concealed or can be accented in 
several ways as a suitable decora- 
tive touch. 

Joint cracks can be covered with 
batten strips or moldings of wood, 
metal, or other insulating board. 
A wood molding placed between 
boards, or molding strips inserted 
in joints, create a pleasing effect 
either horizontally or vertically. 
Or a small space can be left at the 
crack and a fine line of contrasting 
color of paint applied directly to 
the furring strip. 

Sound Conditioning — the art of 
treating rooms with acoustical ma- 
terials to minimize annoying ef- 
fects of noise—offers one of the 
greatest selling points in selling 


26 


MOST MANUFACTURERS fur- 
nish counter and store displays, 
like this handsome new number 
from Flintkote, for spot-lighting 
the choice of patterns in insulat- 
ing board tile and plank. This dis- 
play contains eight standard board 
samples, yet takes up little more 
than a square foot of space. It can 
be hung on the wall or used as a 
window display. Note installation 
detail drawing on side, sales copy 
on front, and consumer literature 
in panel. 


insulating board and tile for home 
modernization. 

According to the Acoustical Ma- 
terials Association, most  wall- 
boards offering acoustical insula- 
tion can absorb up to 70 per cent 
of a sound, while hard surfaces 
absorb only 3 per cent, bouncing 
the rest around the room. 

In addition to insulating board, 
smart dealers now promote ceiling 
tile for this purpose. Long familiar 
with such tile in commercial in- 
stallations, some customers tend to 
reject it in a home. For this reason, 
acoustical tile on the ceiling of a 
dealer’s display room is not ade- 
quate to show how it can add to 
a home’s appearance and efficiency. 

After you have sold acoustical 
tile for a few homes—new or re- 
modeled — photographs can be 
made to show prospective cus- 
tomers. Once “the Jones” are us- 
ing it, resistance to its house use 
declines. 

One of the best selling points is 
that the modern pace of living 
makes a quiet home even more 
desirable, and the smaller homes 
of today are naturally noisier. 

When a customer plans any sort 
of remodeling, check to see how 
these changes are expected to serve 
the family. In a rumpus room, for 


example, that will contain a piano 
where a child can practice, acous- 
tical tile on a part of the wall can 
greatly cut down disturbance of 
family and neighbors. 

Salesmen not only should be 
completely familiar with care of 
the product, but should obtain 
literature from the manufacturer 
to give to the customer—as well 
as to the prospect who might buy. 

Some tiles absorb high-pitched 
sounds more readily; others, low- 
pitched sounds. In most residences 
this does not make much differ- 
ence, but for other installations, 
check to see which type is more 
suitable. Most manufacturers offer 
a free consultation service in such 
instances. 


THREE FACTORS 
(From page 24) 


without impairing service to cus- 
tomers. 

If the net working capital is too 
small, indicated by an “over-trad- 
ing” condition, steps should be 
taken, if possible, to build it up by 
retained earnings, a mortgage loan 
on fixed assets, or the investment 
of additional capital. 

Until its net working capital be- 
comes equivalent to more than 100 
per cent of its inventory, a busi- 
ness concern is in a vulnerable 
financial condition. Dun and Brad- 
street figures show that the typical 
retailer of lumber and building 
materials in 1951 had an inventory 
equivalent to 72 per cent of its net 
working capital. The typical range 
was from 55 per cent to 101 per 
cent. 

If a business concern will estab- 
lish for itself and follow these 
three basic financial policies and, 
in addition, if it will keep its re- 
ceivables and inventories turning 
just reasonably well, it will auto- 
matically be in a sound financial 
condition. 


Longest Stairway? 


Warren Bjorklund, manufacturer 
of disappearing stairways in St. 
Paul, Minn., tells the story of two 
inebriates walking down a railroad 
track. 

“Whew,” said the first. “This is the 
longest disappearing stairway I ever 
climbed.” 

“Yeah,” the second agreed, “and 
look how low the hand-rail is!” 
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“We speed sales by 
using Machines!" 


By BEDFORD SEALE 
Seale Lumber Company 
Birmingham, Ala. 


WITH GOOD HELP so costly now 
and accuracy so often the final dif- 
ference between profit and loss, 
the Seale Lumber Company has 
found that a modern central dictat- 
ing system and a battery of elec- 
tric calculators speed sales and 
safeguard profits. 

They are expensive—we quickly 
learned when we first considered 
such machines as solutions to our 
several office problems. But the 
cost experiences of similar con- 


TO ACHIEVE a high and prof- 
itable sales volume, the Seale 
Lumber Co. depends upon the 
reliable help of six electric 
calculating machines like that 
being used at right by Richard 
Roper, Building Department 
manager. With it he checks 
quantities and _ construction 
costs for the homebuilder. Note 
dictating receiver and tele- 
phone in foreground. 


cerns that were presented by the 
equipment sales representatives 
persuaded us to find out for our- 
selves. We have been amazed at 
the benefits that our modern equip- 
ment provides. 

For one thing, by using Edison 
telephone-type dictating receivers 


NO, PETER FYFE is not en- 
gaged in a telephone call. 
above; he’s dictating a price 
query to a lumber wholesaler 
on one of the five receivers 
hooked up to the central tran- 
scribing machine, seen at left, 
at the busy Seale Lumber Co. 
in Birmingham, Ala. Whenever 
someone is dictating through 
one of the receivers, a light 
flashes on all. A buzzer signals 
to the stenographer to change 
the record when it is filled. 


hooked up with a central transcrib- 
ing machine, we have eliminated 
the need for one stenographer to 
spend half her time helping the 
full-time stenographer to pick up 
and transcribe the records of our 
five principal employees who dic- 
tate correspondence and communi- 
cations. Now one lady handles the 
load normally, changing the rec- 
ords when a buzzer signal indi- 
(See USING MACHINES page 62) 
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High turnover, high profit, minimum storage ‘% a 
is the nutshell story of Fenestra* Hollow Metal Door-Frame-Hardware 

Units. From the ad above you see why the turnover and profit are 

high. And you can neatly, conveniently stock 25 complete Fenestra 

Door Units in less than 25 square feet of floor space. Display 

one prominently on your floor and watch the results. Call your local 

Fenestra office or write Detroit Steel Products Company, Department 

SBS-4, 3421 Griffin St., Detroit 11, Michigan. *® 
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To afford a FULL-TIME Construction Crew — 


Build spare-time houses! 


“CUERO is not the type of town 
that appears to offer a good market 
for speculative building,’ J. T. 
Newman points out. “Yet such 
building has provided an answer 
to one of our greatest problems: 
how to keep a skilled construction 
crew on our payrolls when there 
wasn’t enough work for them to 
do.” 

In order to offer customers of the 
Newman Lumber Company real 
“one stop homebuilding service,” 
this Texas dealer tried sub-con- 
tracting various phases of the 
work, but found it unsuccessful. 
So, he found it necessary to hire 
his own carpenters, plumber, dec- 
orator, and electrician. But the 
hike in his payroll sometimes was 
not fully offset by the work that 
came in. 

“The primary purpose of such a 
construction crew is to accommo- 


date our customers—to help us sell 
more materials for house and re- 
modeling jobs,” Newman contin- 
ued. “To help compensate for 
higher overhead created by this 
accommodation, we put our crew 


to work building a house with no 
buyer in mind. We had no trouble 
at all selling it, and started an- 
other. This keeps our crew going 
at all times and has added more 
profits to our ledgers besides.” 

Last year the Newman firm built 
and sold 12 such houses. These 
homes sold for between $12,000 
and $13,000, including lot. 

(See ODD-TIME HOUSES page 60) 


A YOUNG housewife and her 
sister comment favorably on 
the kitchen in one of Newman’s 
houses, built when his lumber 
firm’s construction crew was 
not tied down with jobs for 
customers. Above, Newman ex- 
plains a ventilating hood, under 
which the stove will go. At left, 
he helps the prospect visualize 
how new furniture will look in 
the new home. Top photo shows 
typical Newman_house. 
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“Cumberland Masonry Cement assures 


us durable, handsome walls... 


says noted architect GEORGE PALM, partner, Bianculli & Palm, Architects 


Coca-Cola Bottling Works, 
Rockwood, Tennessee 
Bianculli & Palm, Chattanooga, 
Tenn., Architects; Tennessee 
Construction Co., Monterey, 
Tenn., Contractor; Molyneux 
Lumber Company, Rockwood, 

Tenn., Cement Supplier. 


403 “ . 
ea all : 
va > 7 “ . fr y 
a 4 . 
. are 


Cumberland Masonry Cement was specified for all masonry 
work on the Rockwood, Tennessee, Coca-Cola Bottling Plant 
by the architects Bianculli and Palm. As Mr. Palm points 
out in his letter, ‘‘We particularly like this mortar because 

of its color, non-efflorescing and strength qualities.” 

We couldn’t ask for a better statement to sum up the 

reasons for the ever-growing popularity of Cumberland 
Masonry Cement. Strength is, of course, of prime importance; 
but modern construction demands beauty . . . lasting 

beauty ... as well. 


Strength and enduring beauty are two major qualities 
that make Cumberland Masonry Cement better masonry cement. 
Try Cumberland on your next job and see the difference. 


PORTLAND CEMENT COMPANY 
> Chattanooga Bank Building °° ° Chattanooga 2, Tennessee 
zh 


Pietland i Fe Steg — th Eps Ae 


Any quantity of Cumberland M y Cement will be shipped in mixed carloads with other types of Cumberland Cement, 
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This Direct Mail gets response! 


Mimeographed messages add a “personal 


touch” to customer-dealer relations 


BIG COMPANIES often long for 
the ideal public relations that exist 
between the country storekeeper 
and his customers. But as customer 
lists grow longer and new “hands” 
are added, the personal touch be- 
tween seller and buyer usually de- 
creases in proportion. 

It was a study of this problem 
that led John W. North, advertis- 
ing manager for the South-West 
Lumber Company and the R. L. 
Sweet Lumber Company, Kansas 
City wholesale and retail firms, to 
try a different approach. The result 
was an idea that could be used to 
create a more personal relation- 
ship for a firm of any size. 

His idea is amimeographed mes- 
sage on 8%xl1l1 paper with “office 
art.” This is used as a stuffer with 
the monthly statements mailed to 
customers. 

In the 18 months that these mes- 
sages have been mailed, there have 
been some interesting reactions. 
One customer even read one of 
the messages to his Sunday school 
class. Others have written in that 
they posted the current message 
on their bulletin boards for custo- 
mers and employees to read. 

Most of the messages are written 
in rhyme. One customer took it 


upon himself to make a reply in 
rhyme, indicating that the stuffers 
are read—not thrown away. 

Customers have told officials that 
they always like to see what’s 
coming out next, despite the fact 
that it is enclosed with the month- 
ly statement—and bills are not 
welcomed. 

Some of the messages contain no 
product advertising at all. 

While admitting that statement- 
opening time is not an ideal time 
to sell, R. L. Sweet, president of 
both companies, and North agree 
that some advertising of the retail 
company’s products should appear. 

Since the messages are monthly, 
some advantage is taken of the 
month or season. One for January 
was headed ‘‘Resolved’”’ and ended 
with the firm’s own resolution—to 
make the customer king again at 
their yards, just as he had been 
king for every year past. 

The one for March was headed 


THESE rhyming 
messages—which 
may or may not 
promote the com- 
pany as a source 
of building ma- 
terials — usually 
are written by 
Advertising Man- 
ager John W. 
North. Artwork 
and messages fre- 
quently tie in 
with the month 
or season, al- 
though the one 
that brought the 
most response, 
shown here, ap- 
pears to be on 
the page of a 
newspaper. The 
other has a Four- 
th of July motif. 
One customer 
wrote a rhyming 
note of commen- 
dation to the 
company. 


‘March Winds” and tagged as 
“restless thoughts on a_ blustery 
day.” 

The one that brought in the 
greatest mail and reaction, and the 
one read to a Sunday school class 
and posted on bulletin boards, was 
the one sent out May 1 under the 
title, “Why Can’t We Get Along?” 
The office art made it appear to 
be the first page of the Morning 
Star Journal. 

This rhymed message advised 
the use of the Golden Rule as a 
cure for all our troubles from in- 
flation to crooked politics. It con- 
tained no advertising other than 
the signature of the R. L. Sweet 
firm. 

North said that tests on reaction 
to most printed envelope stuffers 
show that a big percentage are 
thrown away without being read. 
Checks of this direct-mail innova- 
tion reveal that almost ali of them 
are read. 

North added that it was not de- 
signed to sell merchandise so much 
as it was an attempt to show to 
the customer that the men and 
women who run the lumber com- 
panies are human and eager to get 
along with each customer. 


a. 
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WINDOW FUNCTIONAL BEAUTIFUL VERSATILE 


pieced 
lim: Here’s a window with the heaviest frame... Homeowners really go for the many inter- 


TwinsuL with torsion bar Oilite bearings . . . Jiffy- esting combinations they can achieve—using 
PICTURE Quick Sill Clips . . . Extruded Flush Screen both fixed panels or all operating vents—to 


WINDOW é ; en ‘ , f 
.in a complete size range. fill any window opening. To provide varying 


zy A window that gives maximum ventilation a 
“ —over 90° opening—yet closes weather-tight Both beautiful and adaptable—the Ualco 
— at a finger’s touch . . . completely weather- \wning window meets today’s homeowners’ 
stripped with Koroseal. Bottom ventilator demands! Stock ’em! Show ’em! Sell ’em! 
. opens for night ventilation, while upper venti- 


lators remain locked and closed. All ventilators 
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tachments. The top ventilator lowers four = UNION ALUMINUM CO., INC., Sheffield, Alabama 





UNION ALUMINUM COMPANY, INC. © SHEFFIELD, ALABAMA 
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See Our Catalog Takes standard brick fin and fin trim. 
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WASHINGTON NEWS « « 





MARCH 17 is a date businessmen 
should long remember, for then all 
the price controls that grew out of 
the Korean war emergency were 
ended. The only remaining require- 
ment now is the preservation of 
records of past transactions until 
April 30, 1955. 

An end to Federal rent control 
will encourage more and better hous- 
ing and restore the element of com- 
petition that will assure reasonable 
rents for tenants, officials of the 
National Retail Lumber Dealers 
Assn. asserted in a statement to the 
Banking and Currency Committee of 
the U. S. House of Representatives. 
“We respectfully urge your commit- 
tee to permit the present rent con- 
trol law to expire and to reject ex- 
tension of control in critical housing 
areas,” the committee was petitioned. 

Approval of the Eisenhower ad- 
ministration of bills to extend rent 
control throughout the nation until 
October ’53 and in critical housing 
areas until October ’54 is considered 
by observers here as Ike’s first move 
in the wrong direction and _ first 
major decision for political ex- 
pediency. 

H. R. NORTHUP, executive vice- 
president of NRLDA, declares that 
the new Washington administration 
has made “a good start in the field 
of housing by deciding to study the 
Federal Government’s over-all rela- 
tionship to home construction and 
its previous housing credit activities. 

“We believe the housing study will 
show that there is no need for any 
direct lending of Federal funds to 
assist veterans in acquiring new 
homes, because there will be suffi- 
cient private mortgage funds for the 
purpose as soon as the government 
removes the arbitrary limitation on 
interest rates for FHA and VA 
loans.” 

CONGRESSIONAL granting of 
another $500,000,000 FHA Title I 
authorizations for 1953 was applaud- 
ed generally by the building in- 
dustry. This program does not cost 
the government any money, but per- 
mits private loan institutions an in- 
sured means of lending money for 
home improvements and low-cost 
houses. In 1952 the median Title I 
loan was $399.71, for a median period 
of 36.3 months. 


SPOKESMEN for the lumber in- 
dustry charged before the House 
Labor Committee here recently that 
the National Labor Relations Board 
has discriminated against private 
management and proposed that the 
Taft-Hartley Act be amended to in- 
sure fairer treatment for employers. 
An industrial relations consultant 


34 


for the Southern Pine Industry Com- 
mittee, John G. Curren, told the 
committee that the NRLB should be 
reorganized to separate its adminis- 
trative and judicial functions. 

“We believe,” he declared, “that 
the time has arrived to install a new 
group who are not committed to the 
proposition that the Nationa] Labor 
Relations Board exists solely for the 
purpose of advancing the organiza- 
tional welfare of labor unions. In the 
South we believe that collective 
bargaining is a two-way street and 
that management should have just 
as much right as labor before the 
National Labor Relations Board.” 


GENERAL CONTRACTORS have 
set their sights on the inauguration 
of three “fundamental” programs 
this year of benefit to the entire con- 
struction industry, asserted H. E. 
Foreman, managing director of the 
Associated General Contractors of 
America, in his annual report before 
the AGC convention in Miami last 
month. He listed the goals as: 

1. Enactment of Federal legislation 
assuring the right of judicial review 
of disputes arising from decisions of 
government departments on Federal 
construction or other procurement 
contracts. 

2. The defeat of attempts to pass 
legislation that would require gen- 
eral contractors on Federal projects 
to name proposed sub-contractors 
and the amounts of their bids. 


Dixie Sponsors Darcel 


Sold on the charms of movie star 
Denise Darcel is William Argus, 
sales manager of the Dixie Corp. 
of Rome, Ga. Miss Darcel recently 
delighted a huge audience at 
Rome’s Marine Armory during a 
benefit for the March of Dimes, 
personally sponsored by J. Brett 
Holmes, president of the South’s 
largest independent aluminum ex- 
trusion company. 


3. Assistance of Congress in every 
way possible as it considers amend- 
ments to the Taft-Hartley Act to the 
end that amendments for the con- 
struction industry may be sound 
ones. 

A RECENT SURVEY by the Na- 
tional Association of Home Builders 
revealed that at least 262 builders in 
this nation guarantee their construc- 
tion. Ten builders said they accept 
responsibility for their workmanship 
and materials for three years; two 
for five years; one for 18 months; 12 
for an indefinite period of at least 
one year, and 175 for a full year. 

Another 5! builders reported that 
they give six-month construction 
guarantees. Eleven said they remedy 
free of charge any defects for which 
they can properly be held responsible 
that show up within three months 
after the buyer moves into his new 
house. 

THE PRODUCERS COUNCIL and 
the National Assn. of Home Builders 
are teaming together in a series of 
“how to do it” programs. Prepared 
by manufacturers of building prod- 
ucts, the programs will be staged by 
the 200 local affiliated associations 
of NAHB. Moving pictures, slides, or 
strips films will be used in the pres- 
entations. 

PLANS FOR the forthcoming Mid- 
century conference on “Resources for 
the Future” will be reviewed and 
approved at a meeting of the council 
of sponsors here April 20-22. Presi- 
dent Eisenhower has reaffirmed his 
keen interest in the resources con- 
ference in an exchange of letters 
with Horace M. Albright, president 
of the non-profit Resources for the 
Future, Inc. The Ford Foundation 
has given this corporation a $150,000 
grant to prepare for and conduct the 
conference. 


AFTER JULY 1 there will be no 
restriction on the use of any ma- 
terials for production or construc- 
tion, according to recent statements 
and actions of H. B. McCoy, acting 
administrator of the National Pro- 
duction Authority. With the expira- 
tion of the CMP orders, neither will 
there be any assistance available for 
controlled materials for civilian pro- 
duction or construction. 

To replace the Controlled Ma- 
terials Plan as far as allocations of 
steel, copper, and aluminum for mili- 
tary and AEC are concerned, NPA 
has issued Defense Materials System 
Regulations 1 and 2. No. 1 contains 
the basic rules for the Defense Ma- 
terials System. No. 2 establishes the 
basic rules relating to construction 
for the defense program beginning 
July 1. 
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Texaco is 
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Texaco asphalt roofing products are selected for the 
protection of thousands of America’s roofs — on 
homes, churches, schools, farm and commercial build- 
ings; both new and old construction. High quality 
Texaco asphalt is the vital ingredient, plus manu- 
facturing skill and experience. 


Streets, highways and airports all over America are 
surfaced and protected with long-lasting, high quality 
Texaco asphalt. This is the vital ingredient that 
stands up under terrific punishment, rugged service, 
exposure to all weather and hard wear. 

















| | .TExaco 
‘tag at 
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There is a high quality Texaco asphalt roofing 
product for every essential roofing need — strip, indi- 
vidual and interlocking shingles, smooth and mineral 
surfaced roll roofings, roll sidings, coatings and 
cements, asphalt saturated felt, and solid roofing 
asphalt for built-up roof construction. 
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wm 
em 
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From the ground up — Texaco is in a position to 
guard every step in the production and refining of its 
raw materials. So — as one of the world’s largest pro- 
ducers of asphalt — Texaco can and does select from 
the finest petroleum crudes, the exact, right grades 
for specific uses. Result: 9914% pure asphalt goes 
into Texaco asphalt roofing products. 


... the name that millions 


Asphalt 
ing Products 


COMPANY 


Roof 


THE TEXAS 


know and trust 


MEMBER OF THE ASPHALT ROOFING INDUSTRY BUREAU 
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Biggest Longleaf Pine? 


While touring a forested area near 
Dunnevant, Ala., John Bradley and 
John Michel, of the Southern Tim- 
ber Management Service, found a 
longleaf pine that measured 84 feet 
tall, 10 feet 10 inches in circumfer- 
ence, with a crown spread of 49 feet. 

This consulting forestry firm ex- 
pressed the belief that this might 
be the world’s largest longleaf pine. 


Nail Shortage 
Promotes Crime Wave 


London, England, authorities indi- 
rectly blame a rising crime record 
to the shortage of nails and lumber. 
This shortage results in an acute 
housing problem, which promotes 
delinquency. 

The governors of Lewes and 
Stafford reformatories report a con- 
tinued drop in the quality of young 
first offenders, who are “less alert... 
less reliable.” 

The housing shortage also is 
blamed for a shortage of 10,000 


“Boss, I've had a brainstorm since we've been talking 
about how to get in more customers. Lookit!” 


The ‘aieitlees material aia factory workers sometimes sneak a 


policemen by Sir Harold Scott, Lon- 
don police commissioner. “I even 
lose a lot of men I already have... 
because there are no homes for their 


also is being felt in a shortage of 
prisons. The commissioners report 
a need for at least six new 500-man 
institutions. 

Nails are so scarce in Russia that 


few out to barter for food and other 
materials on the black market. The 
penalty for stealing half a dozen 
nails is reported to be one or two 
years in prison. 


families,” he reported. 





CONSTRUCTION HEART REDWOOD 


All Heart wood insures maximum durability—minimum shrinkage, warping or 
checking. Some of the many valuable uses for which it can serve your trade are: 
POSTS AND FENCE BOARDS + EXTERIOR BOARD & BATTEN 
FACIA AND CEILING * EXPOSED BEAMS 
LOG CABIN SIDING * RUSTIC AND DROPSIDING 
MUDSILLS » BULKHEADS * CURBING + CULVERTS » ARBORS 
GARDEN BENCHES AND STEPS * SEPTIC TANKS » KNOTTY PANELING 


Construction Heart items may be included in mixed cars with Noyo Sidings, 
Finish, Mouldings, Shop and all other Noyo products. 


UNION LUMBER COMPANY 


Manufacturers 
620 Market Street, San Francisco 


NEW YORK CHICAGO 
2735 Grand Cent. Term. 228 N. LaSalle St. 


Mills at Fort Bragg, California 








Novo] REOWOOD) 


LUMBER 














“MEMBER: CALIFORNIA REDWOOD ASSOCIATION 
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DEPENDABLE QUALITY*FRIENDLY TTT Th GRADES 
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successful and profitable... 








- « - because we have featured the Pee Gee line 
exclusively over a long period of years.” 


Mr. London keeps the Pee Gee line right up front 
in his big, recently remodeled store. His progressive 
further comments are instructive: 


“The reason for remodeling is, of course, to keep 
abreast of the times . . . in merchandising, display, 
and the many other factors that make a modern 
retail store. But . . . through the years and all the 
changes ... we continue to feature the complete 
Pee Gee Line for a very definite reason. We have 
found that Pee Gee too, believes in remodeling, in 
keeping abreast of the times, in improving and 
developing their products, in introducing new prod- 


R. P. London, Jr., President 
London Hardware Company 
Johnson City, Tenn. 


ucts, and in continually striving to help their dealers 
do a better selling job. 

‘‘As we continue to grow and expand, we have an 
ally in the management of Pee Gee, with the same 
goal as ours . . . to serve the public better.” 

We at Pee Gee underlined those words of Mr. 
London’s, because that’s the clearest statement of 
Pee Gee’s dealer policy we’ve ever read! 

If you want a profitable, successful paint depart- 
ment from the very start, we suggest you investi- 
gate a Pee Gee dealership .. . as Mr. London did a 
good many years ago! . 


PEASLEE- GAU B T PAINT & VARNISH COMPANY 
223 N. 15th Street, Lovisville, Kentucky 


Serving the South Since 1867 
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SUPPLY & DEMAND 





“WHAT'S AHEAD for building ma- 
terial dealers?” Here are predictions 
made by Robert B. Brooks Jr., St. 
Louis consulting engineer and for- 
mer associate of Roy Wenzlick, at 
the annual meeting of Tennessee 
lumber dealers in Gatlinburg on 
March 26: 

1953 will be our fifth straight year 
of building over 1,000,000 residential 
units. 

Construction volume will remain 
high throughout year and approx!- 
mate record dollar volume of ’52. 

Slow rise in interest rates on con- 
ventional house mortgage loans. 
(Present average is 5.3%.) 

Increase in rents after lapse of 
rent controls, which will be extended 
until October 1. 

Stable construction costs. 

Fairly constant price for lumber 
across the board. 

Still higher real-estate taxes due 
to increased costs of government 
services. 

Slight increase in 
power of dollar. 


AN UPTURN in housing starts 
began in February when 77,000 new 
permanent non-farm dwelling units 
were commenced, according to the 
BLS preliminary estimates. The pace 
was 8% greater than in January but 
about the same as for the previous 
February. Housing starts for two 
months this year were 5,400 more 
than last year. 

Expenditures for new construction 
in February were at a record high 
for the month, further BLS figures 
revealed. Expenditures for all new 
construction during the first two 
months of ’53 were nearly 6% great- 
er than that for January-February 
last year. 

Percentage change between the 
first two months of ’52 and ’53 show- 
ed that new construction expendi- 
tures had increased 6.5% for private 
construction; 13.1% for residential 
non-farm building; 32.9% for com- 
mercial building; 13.1% for religious, 
12.7% for educational, and 16.7% for 
social and recreational building. 


AS OF MARCH 18, 50% of the 
defense houses programmed for pri- 
vate construction in critical housing 
areas had been put under construc- 
tion and more than 34% had been 
completed, according to a report by 
HHFA. A total of 97,658 housing 
units had been programmed in 210 
Critical Defense Housing Areas. 
These included 74,496 rental units 
and 23,162 sales units. 

Among the new areas in the South 
designated as CDHA are the Foley, 
Ala., area and the Clinton-Elk City- 
Cordell, Okla., area. In the latter, 
site of the Clinton Air Force Base, 


purchasing 
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250 units of rental housing have been 
programmed for private construction. 


THE 87TH quarterly report of the 
Lumber Survey Committee reported 
a gradual improvement in the tone 
of the lumber market throughout the 
fourth 1952 quarter, tinged by the 


feeling of caution that prevailed ' 


throughout the year. 

Total lumber production was .esti- 
mated at 37.8 billion board feet in 
1952—slightly under the 1951 output 
of 37.9 billion feet. The year 1952 
proved to be the second highest 
homebuilding year on record, with 
1,131,400 new non-farm dwelling 
units started. 

According to the NRLDA survey 
of retail yards, lumber sales in Jan- 
uary were 5% greater than in Jan- 
uary ’52. Lumber stocks at month’s 
end were 1.6% less than a year be- 
fore, and 17.9% less than at the start 
of 1940. 


THE NATIONAL Lumber Trade 
Barometer for the week ending 
March 14 indicate a sound situation. 
New orders were 4.6% above pro- 
duction. For year to date, shipments 
were 5% above output and new 
orders were 7.4% greater than pro- 
duction. 

The Southern pine barometer for 
the week ended March 21 showed 
shipments 5.11%, and orders 8.35%, 
less than production. Actual produc- 
tion was 3.26% below the three-year 
average. 


THE WHOLESALE price index for 
lumber and wood products inched up 
0.5% in February from the January 
level. It was up 7.7% from the pre- 
Korea war June ’50 level, but 7.0% 
under the January ’51 GCPR point. 


IN THE KEYNOTE address at the 
1953 Southern Forestry Conference 
at Pensacola, Fla., on March 5, Earl 
McGowin explained “The Lumber 
Industry’s Responsibility in the Na- 
tion’s Economy.” McGowin is di- 
rector of the Alabama Department of 
Conservation and vice-president of 
the W. T. Smith Lumber Co. at 
Chapman. 

“If the industry is to sustain itself, 
then it seems to me that every ele- 
ment in it must accept his indi- 
vidual share of the responsibility to 
see that the consumer gets a decent 
product at competitive prices,’ Mc- 
Gowin said. “The per-capita con- 
sumption of lumber has declined 
steadily in the United States since 
1909, and it has been only the in- 
creasing size of the population that 
has sustained our markets. 

“We can not expect prices to go up 
forever, and bearing in mind our 
history of peaks and valleys, and the 
fact that we are so responsive to the 


law of supply and demand, and the 
probability of a tremendous increase 
in the amount of raw material avail- 
able in the next generation, it seems 
to me that ultimately prices must be 
lower and we should think in terms 
of being able to meet competitive 
conditions.” 


Good Year Predicted 
for Western Pine 


The Western pine industry looks 
for 1953 to be “another year like 
1952,” Walter S. Johnson, retiring 
president, told members of the West- 
ern Pine Assn. as they concluded 
their annual meeting in San Francis- 
co last month. He said that housing 
seems to be headed for another 
million-unit year. The bulk of pine 
lumber production goes into resi- 
dential construction. 

Except for a few select and shop 
items, he said, lumber has been sell- 
ing for well under OPS ceilings and 
that little change had been. noted 
since end of controls. 

Phil Creden, advertising and 
merchandising manager of Edward 
Hines Lumber Co., Chicago, III., 
urged pine producers to give more 
promotion assistance to lumber deal- 
ers. “Your competition,’ he said, 
“works very closely with dealers by 
providing merchandising and sales 
assistance. As a result, dealers are 
pushing products to do the job that 
lumber can actually do more effi- 
ciently and at less cost. 

“You must meet that competition,” 
Creden warned, “to keep the lumber 
dealer in the lumber business.” 

U. R. Armstrong, Winchester, 
Idaho, was elected president of the 
Western Pine Assn. He is production 
vice-president of the Hallack and 
Howard Lumber Co. mill. 

George L. Barkhurst, of Laramie, 
Wyo., and A. B. Hood, of Redding, 
Calif., are vice-presidents. 


SRI Offers Advice for 
Inadequate Housing 


The housing problems of new in- 
dustrial areas or growing urban 
areas will be attacked by a new 
service offered by the Southwest 
Research Institute. 

Because manufacturing plants 
built some distance from a populated 
area are suffering either rapid turn- 
over or loss of key personnel due to 
inadequate housing nearby, SRI has 
expanded its construction division 
staff and facilities to help plants 
work out a solution. 
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SOLD! more than 
750,000 squares of 
Cedar Shingle Roofs 





“The only roof that can take it” 


ee RA ... says D. H. Hardman 





OuT IN KANSAS where the big winds blow, Dwight Hardman and his father 
before him have had a wealth of experience in the realm of roofing. Operating 
a chain of 28 retail yards, their record of sales tops three quarters of a million 
squares of shock-proof red cedar shingles, and Hardman should know when he 
says “no other roof material at comparable price can take it.”’ 

Like so many other lumber and building materials distributors, retailers, 
and experienced builders, Hardman has learned, through experience, that 
CERTIGRADE red cedar shingles are the best quality roof for the money 


Best for protection, best for beauty, best for longer life per dollar of cost 


RED CEDAR SHINGLE BUREAU 


§510 WHITE BUILDING ° SEAYTLE 1, WASHINGTON 
425 HOWE STREET VANCCUVER, B. C 
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ALUMINUM 


NICHOLS 


ALUMINUM 
NAILS 


RUST-PROOF 
STREAK-PROOF 


ELIMINATE 
PREMATURE 
PAINTING 


Asbestos Shingle Nail 
SS 
t= | 
Insulated Siding Nail 


aaa | 


Sypsum Lath Nail 


FHA APPROVED 


ETCHED FOR 
GREATER 
HOLDING POWER 


ELIMINATE 
COUNTERSINKING 
AND 
PUTTYING 


LO. 


LuMINUM CO 





NICHOLS WIRE & ALUMINUM CO. 


wy, DAVENPORT, IOWA 
World's: Largest Manufacturer of Aluminum Nails 
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Let’s Bring Government Home! 
(Continued from page 17) 


“No state, without its consent, shall be deprived of 
equal suffrage in the Senate.” That provision, above 
any other in the Constitution, guarantees that we 
shall have a federal form of government — that is, a 
government made up of a federation of states, and 
not a centralized national government. In the legis- 
lative processes carried on in the Senate, as in the 
ratification of proposed amendments to the Constitu- 
tion, every state is equal with every other state. 

The chief argument made in favor of ‘this form of 
government, at the time the Constitution was being 
written, was that this country would expand, that 
it would grow in area and population, and that only 
a federated government could survive such expansion 
and growth. The history of the past 165 years certain- 
ly has proved the soundness of this contention. 

If it had not been for these safeguards, our govern- 
ment would have passed years ago under the control 
of a baker’s dozen or so of the most populous states. 
Our Constitution and our government have survived 
precisely because we have had a federated govern- 
ment, a federation of states. 

There have been great changes in this country since 
the Constitution was adopted, certainly; but the 
greater the changes, the more apparent becomes the 
wisdom of the authors of the Constitution in making 
certain provisions inflexible. 

In 1887, when our Constitution was a century old, 
the population of the United States had grown to 
sixty million people, or fifteen times the population of 
the country at the time the Constitution was adopted, 
and the number of states had increased from 13 to 41. 
Those figures represent tremendous changes. But here 
we have gone on for another 65 years, with the popu- 
lation increasing by 150 per cent and with seven more 
states added to the Union, without making any funda- 
mental change in our Constitution or in our form cf 
government. 

It is a weak case the Big Government proponents 
advance in support of their theory that the authors 
of the Constitution would have framed that document 
differently if they could have foreseen the great 
changes destined to take place in the United States. 
The framers of the Constitution did foresee change. 
They deliberately planned and worked to prepare the 
Union to meet change without its essential govern- 
mental structure being impaired. 

The Constitution has been subjected to a terrific 
battering during recent years. It has been assailed as 
an obstacle in the path of progress. Its authors have 
been stigmatized as representatives of privilege. Those 
who hold an abiding respect for the letter and spirit 
of the Constitution have been labeled reactionaries. 
Those who have defended its principles have been 
termed “economic royalists” and “tories.” 

In spite of all this, however, the Constitution is still 
the Constitution. Our Constitution, as drawn up in 
1787 and as amended from time to time since then — 
by the states as separate units — is as much for today 
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as it was for yesterday and will be as much for to- 
morrow as it is for today. 

To the extent that Big Government has led us away 
from the basic doctrine that this Union is a federation 
of states, we must fight our way back. 

In this fight, the states themselves are in a position 
of critical importance. Only by bringing government 
back home can we make certain that the individual 
and social and economic freedoms guaranteed to us 
by the Constitution remain in effect. 

The states are the battleground on which we must 
fight to halt the powerful flow of governmental power 
to the national capitol. We may as well recognize that, 
regardless of which political party is in power in 
Washington, we shall have always with us those self- 
seeking or misguided men who want Washington to 
fill the role of that well-advertised soap powder which 
“does everything.” It is up to those of us who hold 
to the traditionally American concept of states’ rights 
to oppose the plans of these men, no matter in what 
high places they may be seated, no matter what their 
political allegiance. 

Along with the assertion of states’ rights there must 
be, of course an assumption of states’ responsibilities. 

It is vitally necessary that we get away from the 
idea of letting Uncle Sam do it. We must show less 
eagerness for handouts — of our money — from the 
Federal government, for with the handouts inevitably 
goes control. We must vigorously and unceasingly 
resist efforts by any department of the Federal gov- 
ernment to encroach still further on our inherent 
rights as states; that, indeed, is our basic responsi- 
bility. 

From my own experience in state government, I 
should like to add a cautioning thought that the seats 
of state government must not themselves become 
miniature Washingtons. The idea of bringing govern- 
ment home to the people should work downward as 
well as upward. Counties and municipalities within 
a state have their own rights in respect to local self- 
government. Those rights should be rigorously upheld 
and zealously protected by the several state govern- 
ments. 

In working to bring government back home to the 
people, the states of this Union are simply performing 
a duty to their citizens and to their businesses and 
industries. That duty is to maintain the proper per- 
spective as regards freedom of the individual and 
freedom of business enterprise. 

For the individual units of this federation of states, 
ours is a time of challenge and of opportunity. We 
can realize the opportunity by meeting the challenge. 

* * * * 

NEXT MONTH this special series of timely articles 
on problems of business and government will include 
one written by Crawford H. Greenewalt, president of 
E. I. du Pont de Nemours and Company. In it this 
great industrial leader will explain why “the horizon 
fairly flows with promises for the future under DY- 
NAMIC BUSINESS—OUR BEST GUARANTEE OF 
PROGRESS.” Don’t miss this exclusive feature in 
your next SOUTHERN BUILDING SUPPLIES! 
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NEW 
DESIGN 


LOWER 
PRICES 


EASY TO SELL... 


Building material dealers are making extra profits by selling 
Hunter’s new Package Attic Fans. Every home builder, 
every home owner is a prospect. One installation sells many 
more. These modern fans give efficient home cooling at low 
cost, and are being used in homes in all price ranges. Quiet, 
powerful, dependable. 


EASY TO INSTALL... 


A big reason for the popularity of Hunter Package Fans is 
their inexpensive installation. You simply place the com- 
pact fan unit on the attic floor over ceiling opening. No 
suction box or other extras to build. Automatic ceiling 
shutter can be installed in 10 minutes. Six models, from 
5000 to 15500 CFM, to fit any home and any climate. Air 
deliveries certified. 


Write for catalog 
HUNTER FAN AND VENTILATING CO. 
94 S. Front St., 


HUNTER 


= ae 


Memphis 2, Tenn. 
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NEWS of the INDUSTRY 









Baltimore’s Cook 
Heads Anti-Slum Drive 


G. Yates Cook, nationally known 
as the promoter of the famous 
“Baltimore Plan” of slum clearance 
and a leader in the fight against big 
city blight, has joined the National 
Association of Home Builders as 
head of a new Department of Urban 
Redevelopment. 

The 43-year-old Marylander re- 
signed as director of the Housing 
Bureau of the Baltimore Health De- 
partment to direct the biggest hous- 
ing program ever undertaken — a 
nation-wide campaign by private 
builders to wipe out the rock-bottom 
slums and rebuild run-down areas 
that infest practically every city in 
the United States. 

The redevelopment and rehabilita- 
tion program is designed as a three- 
point operation: 

1. Slum housing will be restored 
at the slum landlord’s expense, 
through strict enforcement of the 
health, sanitation and safety laws 
now on the statute books of most 
cities, or by drawing up new hous- 
ing laws. 

2. Old but structurally sound 
houses taken by builders as “trade- 
ins” on new homes will be remodel- 
ed and modernized, thus improving 
the nation’s housing supply. NAHB 


VALE." 


TRUCKS £HOISTS 





“CIRCUS” PROMOTES MATERIALS HANDLING 


has recommended that FHA finance 
this phase of the program, just as it 
does on home purchases. 

3. Large-scale redevelopment will 
be undertaken in cases where entire 
areas have deteriorated to the point 
where they are economically useless 
and impede the proper growth and 
development of a city. Local authori- 
ties in such cases would be éalled 
upon to condemn the blighted areas 
and assume part of the cost of clear- 
ing land for private redevelopment. 


Carolina’s C. P. Street 
Heads Nation’s Contractors 


Members of the Associated Gen- 
eral Contractors of America elected 
C. P. Street president at their 34th 
annual association convention in 
Miami, Fla., March 23-26. 

Street, a building contractor of 
Charlotte, N. C., succeeds A. S. 
Horner of Denver, Col. 

John MacLeod, Paramount, Calif., 
is new vice-president, and William 
Muirhead, Durham, N. C., continues 
as secretary-treasurer. 

Among the 18 directors added by 
mail ballot were W. Murray Werner, 
Shreveport, La.; J. Rutledge Hill, 
Dallas, Tex.; W. M. Wheeler, At- 
lanta, Ga.; J. L. Ewell, Lakeland, 
Fla., and V. B. Higgins, Greensboro, 
Nk. 





This giant trailer and another just like it will carry the Yale and Towne 
Materials Handling Circus on a 25,000-mile tour for a take-it-to-the-customer 
merchandising program over a period of two years. Called the “world’s 
first big-time traveling materials handling show,” it will be presented 
throughout the nation, Canada, and in Mexico. Here Sally Sullivan shows 
that even a girl can toss a ton around. Besides a “big top,” paraphernalia 
includes gasoline and electric lift trucks, special attachments, and a variety 
of hoists, handled by a crew of seven men. 
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Prefabbers Shoot 
for 10% of Houses 


Nearly 100 officials of 40 member 
companies heralded a decade of 
progress in prefabrication at the 10th 
annual meeting of the Prefabricated 
Home Manufacturers Institute in 
Chicago, Il., last month. 

Reporting that the industry had 
produced more than 300,000 new 
homes since World War II, Manager 
Harry H. Steidle, of Washington, 
D. C., estimated that prefabrication 
soon will be supplying 10 per cent 
of the nation’s new houses. 

He explained that ‘the industry’s 
participation in the country’s hous- 
ing production has doubled since 
1948 and last year accounted for 6 
per cent of the new single-family 
homes built on a nation-wide basis. 
In Midwestern states where the in- 
dustry first started, this rate is much 
higher. Prefabricated builders in 
some communities are doing one- 
fourth and more of the small-home 
business. 

“The new houses introduced dur- 
ing 1952 featured many refinements 
in materials and equipment, and 
offered the public a wide choice of 
models and designs. The trend in de- 
signs was to contemporary architec- 
ture. More than half of the houses 
were three- and _ four-bedroom 
dwellings. With these new homes 
the industry is now serving virtually 
all classes of buyers. The new homes 
are fast erasing any lingering im- 
pression that ‘prefabs’ are limited to 
small and cheap housing.” 


U. S. Plywood Offers 
Versatile New Zeprex 


A versatile lightweight mineral 
building material called Zeprex is 
being introduced into this country 
from Sweden by the U. S. Plywood 
Corp. Made of siliceous material, 
cement, water, and certain chemicals, 
it replaces concrete in_ building 
superstructures, yet can be sawed, 
drilled, cut with an axe, and nailed 
like wood. 

In recent years about half of all 
new buildings in Sweden have used 
Zeprex in one of its many forms for 
roof decking, walls, ceilings, or floors. 
Manufactured in slab form it comes 
in 20-inch width in lengths up to 18 
feet. The thickness may vary from 
two to 10 inches, depending upon 
desired strength and insulation value. 

The U. S. Plywood Corp. has ob- 
tained the exclusive rights to manu- 
facture Zeprex in this country from 
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Foe MODERN oe o” IRADITIONAL 


When buyers want the best The wise merchandiser knows that home- 
you can recommend, with con- Py owners today demand quality and good 


fidence, R-O-W Spring Cush- a appearance when selecting windows. 
R:-O:W Windows meet these dual needs 
to the complete satisfaction of the builder 
or the remodeler. That's why R°O°W 
a merchandisers enjoy volume sales and 
a make more money, faster. We'll be glad 


ion Wood Window Units for 
modern or traditional type 
homes. Why? R:O:W 
Window Units are designed 
for flexibility, free action, 
good ventilation, more light y 
and beauty and — they're 
removable for easy clean- 
ing inside the home. 
Always specify R*O- W's @¢ 
—the original com- 
pletely weather strip- 
ped removable 
windows! 


to tell you more. 





Reno 
fees) Se er. 


R+O+W Removable Wood Units Are Nationally Advertised 


MANUFACTURE 


DISTRIBUTORS 


Ping MANUFACTURERS OF MILLWORK © DISTRIBUTORS OF BUILDERS SUPPLIES 


MILLWORK PLANT: RENO, NEVADA 
THE WORLD'S LARGEST WOOD WINDOW UNIT MANUFACTURERS 
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International Siporex AB, of Sweden, 
which holds the patent rights on the 
product and process. The material 
will be produced first by U. S. Ply- 
wood in the plant of the National 
Brick Corp. at Long Island City, 
N. Y. U. S. Plywood has acquired 
the business and assets of the Long 
Island firm as a subsidiary, which 
will continue to produce sand-lime 
bricks, concrete and cinder blocks. 
Additional Zeprex plants will be 
established throughout the nation. 
Unlike other materials, Zeprex 
combines the outstanding properties 
of both wood and stone substances, 
it was demonstrated at a_ special 


showing to the building press in 
New York last month. It is light 
weight (one-fifth weight of concrete); 
structurally powerful (self-support- 
ing in lengths up to 18 feet); insulat- 
ing (10 times better than concrete— 
and suitable for use in tropical and 
sub-freezing temperatures); incom- 
bustible; oyster-white surface may 
be left natural or decorated as de- 
sired; workable like wood. 

Economically produced, Zeprex in 
cross-section looks like a minute 
honeycomb with thousands of tiny 
spherical cells or pores separated by 
extremely thin walls. Its use in 
Europe increases monthly. 





Every Screen Door is a 


fj NATIONAL GUARD 
| Le 


i CHECK THESE 
I MPORTANT FEATURES 
eco 


Fit all popu- 
lar size doors. Mini- 
mum inventory re- 
quired. 





Your Market Is Thousands Of 
Homes With PLAIN Screen 
Doors! 

Homeowners Are Ready To 
Beautify Them With NEW, Fast 
Selling National Guard Grilles! 


CAPTURE THIS BUSINESS WITH THE 
MOST COMPLETE LINE IN AMERICA! 


‘Screen Door Grilles 


1 COLONIAL 


One-Story Schools 
Seen as Solution 


One-story school buildings of wood 
offer a quick, economical, and last- 
ing means of relieving overcrowded 
classrooms today, and of preparing 
for even higher enrollment in the 
years ahead, according to Harry G. 
Uhl, president of Timber Engineer- 
ing Co. Said he: 

“The changing pattern of com- 
munity need can be met much bet- 
ter with smaller school buildings, 
of light construction, than with 
heavy structures whose physical life 
span far exceeds their useful life.” 

“The large elementary- and high- 
school buildings may be beautiful 
tributes to civic pride, but too often 
they are left standing as a bonded 
indebtedness on the taxpayers long 
after the surrounding area has 
changed from residential to com- 
mercial or industrial. 

“In sharp contrast are the modern 
one-story school buildings of wood, 
designed and built in accordance 
with the principles of engineered 
timber construction. They can be 
erected quickly and at a cost well 
within the financial means of most 
communities. Maximum safety is 
provided by direct exits from each 
classroom, and the children’s com- 
fort is greater because of increased 
natural lighting and ventilation.” 


Moulder Design Praised 


The Dependable Machine Co., 
Greensboro, N. C., recently received 
a plaque for excellence in the de- 
sign of its Electro-Unit Drive mould- 
ers, awarded by Design News. 

The award was made for these 
features: removable spindle unit 
that reduces down time; compact 
design; variable speed drive; re- 
duced operating cost made possible 
by high spindle speeds, and elimina- 
tion of the need for a frequency 
changer. 
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Bader Lumber Named 
“Retailer of the Year” 


Made of cast 
aluminum, not stamped. 
Life-like! 


The Bader Lumber Corp., Gary, 
Ind., has been named Brand Name 
Retailer-of-the-Year in the building 
materials field by the Brand Names 
Foundation. 

Four other dealers in Nebraska, 
Wisconsin, Rhode Island, and Massa- 
chusetts received certificates of dis- 
tinction for their merchandising and 
displaying of brand name products 
during 1952. 

Winners will receive plaques and 
certificates at the 10th anniversary 
Brand Names Day banquet, April 
15, at the Waldorf-Astoria in New 
York City. 





white enamel. 
l Nationally 
eEach Design In Two Sizes ainantined 


Models “S” for Regular In 
Screen Doors. Models BETTER 
“C” for Combination HOMES 


Doors. AND 
GARDENS 
7. 





ePrice Range For Every 
Home ist from $6.50 
to $21.50. ] 


ILLUSTRATED CATALOG ON REQUEST 


% ORDER FROM YOUR DISTRIBUTOR OR WRITE US DIRECT 
NATIONAL GUARD PRODUCTS, INC., 540 Jackson Ave., Memphis, Tenn. 


HOUSE 
BEAUTIFUL 
. 


LIVING 
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WHEN THEY ASK FOR WIDE BOARDS— 


You Cam bay YEE Cvery Time 


WITH 


No need to miss a sale because you can’t fill an order for boards 
12 inches or more in width. You can get prompt shipment of 
ample FLAJO BOARD in the sizes that are popular with your 
trade. Dielectrically edge-bonded with growth rings in natural 
opposition, FLAJO BOARD is superior to natural boards of 
the same width. Warpage is held to a minimum. And FLAJO 
BOARD is sealed over-all against moisture and checking. The 
joints are stronger than the wood itself. Whenever specifica- 
tions call for boards from 12 to 40 inches wide and 2 to 16 
feet long, sell FLAJO BOARD. Rip it, shape it, sand it to any 
desired form. FLAJO BOARD’s one-way grain is an aid to 


better carpentry. 





Attention: 
DIMENSION STOCK USERS 


FLAJO BOARD'S superior qualities are finding new uses every day as 
dimension stock. Send us specifications—including sizes, quantities, 
and shipping requirements. 











FLACK-JONES LUMBER CO., INC. 


RIDGEVILLE, S.C. @ MONCKS CORNER, S. C. 
SALES OFFICE: MONCKS CORNER, S. C. 


You will find that door 
jamb sets and stair treads 
made from FLAJO BOARD 
are popular with your 
customers. FLAJO Door 
Jamb Sets cre available 
in ao full range of sizes 

dadoed and pockaged 
in poirs 


FLAJO BOARD Stair Treads 

ore nosed in any width 

from 91 inches any 

thickness up to 8/4. Dress- 

ed to order and end grain rite TODAY for a free sample of FLAJO BOARD. See for 
sealed. ourself how natural opposition of growth rings contributes 


Order ao supply NOW : : od nsional stability 
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EXECUTIVES, PERSONNEL ATTEND SMU AND UKC CLASSES 


Not content to offer training only to their personnel, 
these lumber yard executives went “back to school” 
themselves for the Top Management Institute held at 
Southern Methodist University, February 16-20, and 
sponsored by dealer associations. 

Dealers from Texas included D. C. Brown Jr., Mathis: 
G. B. Clark, Snyder: A. B. Cover, Seguin: Maurice Crof- 
ford, Paris: Leo Darrell Cummings, Edcouch: Kenneth 
J. Fielder, New Braunfels; Sam Garcia Jr., Lufkin; Mark 
Hailey, Lubbock; Carter Helms, Wharton; L. W. Holms, 
Houston: Thomas Temple Keeler, Paris: John Moss, San 
Angelo: Robert N. Pettitt, Marshall; Horrace Scott, 
Amarillo; J. Walton Skinner, Paris; Henry W. Spencer, 
Diboll; E. W. Taylor, Houston; W. B. Trott, Fort Worth. 

From Louisiana, they were Emmett D. Brown, New 
Orleans; Harry Hugh Hutchinson, Duson; Nolan Hutch- 
inson, Duson, and Ralph Liles, Lake Charles. Frank 
Edward Carey Jr. came from Oklahoma City. 

Below, members of the sixth annual Building Material 
Institute, sponsored by the Southwestern Lumbermen’s 
Association, pose at the University of Kansas City. 
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Old Machine Prizes of floor sanders 


and edgers will 


First row: Fred S. Stephenson, Chickasha, Okla., pric- 
ing instructor; Caroline Favre, Conway, Ark.; Paul J. 
Hiegel, Conway, Ark.; James C. Fernald, El Dorado, 
Ark.; James Kinkade, Hamilton, Ill.; Lavern Casaletto, 
Arma, Kan.; John Kilian, Clay Center, Kan.; John F. 
Miller Jr., Southwestern assistant manager. 

Second row: From Kansas, Ralph E. Coate, Dodge 
City: Robert D. Siddens, Junction City: Bob G. Haines, 
Leoti: Carl W. Hogan, Medicine Lodge: Arnold G. 
Winsor, Nickerson; Harold L. Gibson, Wellington. 

Third row: From Missouri, Garland Battalia, Grant 
City; Dean Winningham, Kansas City: Paul E. Gibson, 
Cameron; Vincil D. Byers, Cameron: Bernard R. Grice, 
Columbia; Charles E. Baumstark, Hermann; Carl A. 
Moeller, new assistant manager of Southwestern; Thomas 
C. Young, Kansas City. 

Back row: J. B. Perkins, Macon, Mo.; William H. Reis, 
Maplewood, Mo.; Chester V. McClurg, Maryville, Mo.; 
Dean E. Ellenberger, Plattsburg, Mo.; Paul W. Rothe, 
Rolla, Mo.; Calvin Gloor, Columbus, Neb. Graduate 
James H. Stoughton, Olathe, Kan., is not in the photo. 


i 
y 


purchased, serial number, history of 
owner, what he likes about the ma- 


Who is using the oldest machine 
manufactured by the American Floor 
Surfacing Machine Co. of Toledo, 
Ohio? 

In celebration of its 50th anni- 
versary, this pioneer manufacturer 
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award a first prize of $500 in mer- 
chandise and other prizes down to 
$50 in merchandise to the firms still 
using the oldest machines made by 
American. 

Each entry need only consist of a 
letter telling when the machine was 


chine, and about jobs it has done. 
The American Floor Surfacing 
Machine Co. now engineers, makes, 
sells, and services a complete line of 
floor maintenance machines for 
scrubbing, polishing, steel wooling, 
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Die / on 
CONCEALED-GUIDE 
SURFACE BOLT 


NO. 354 


y 


ADAMS-RITE 


The mark of ercellence 


The ultimate in streamlined appear- 
ance... and made of solid brass, of course. 

This is the new Adams-Rite No. 354 
Surface Bolt. It is mounted completely on 
concealed guides—even the screws are not 
visible after installation. 

Designed especially to blend with con- 
temporary architecture. It is unusually 
strong, made of solid brass throughout and 


disc sanding, buffing, and grinding 
all types of floors; industrial vacu- 
ums, belt sanders, and a portable 
electric saw. 


South, Southwest Have 
Most “Cleanest Towns” 


Communities in the South and 
Southwest have won five out of 
seven first prizes in the national 
Cleanest Town Contest, conducted 
by the National Clean Up-Paint Up- 
Fix Up Bureau. 

Houston, Tex., ranked first among 
the cities with from 500,000 to 1,000,- 
000 population. 

San Antonio, Tex., placed first in 
cities with between 100,000 and 500,- 
000 population. Atlanta, Ga., was 
runner-up. 

Other first-place winners in the 
contest that drew 5,000 community 
entries were Philadelphia, Pa.; Ham- 
mond, Ind.; Bluefield, W. Va.; Harts- 
ville, S. C., and Richlands, Va. 


Inexpensive Sun Decks 


Several building supply dealers 
are selling owners of Eastern sea- 
shore homes on the idea of making 


flat-roofed garages into sun decks. 

To the wooden deck, a coating of 
asphalt mastic is applied and then 
covered with roofing felt. Over the 
felt, they spread waterproof ad- 
hesive, followed by pre-expanded 
panels of 4” tempered hardboard. 

The adhesive oozes up to fill the 
joints. The tempered hardboard is 
then painted with three coats of 
deck paint. 


SPA to Spotlight 
Mechanical Progress 


Mechanical progress is the theme 
of the annual Southern Pine Assn. 
meeting to be held in New Orleans 
April 8-10. In conjunction with this 
meeting, the association will conduct 
one of the largest machinery and 
equipment expositions ever staged 
for the lumber industry. 

A symposium will be conducted on 
the importance of industrial radio 
to the Southern pine industry. 
Among the speakers will be Clyde S. 
Martin, Weyerhaeuser Timber Co.; 
Elmer Surdam, National Forest In- 
dustries Communications, and A. W. 
Nelson Jr., Southern division of 
NFIC. 

A general meeting Thursday will 
feature a symposium on “The Pro- 








hand polished. Available in 12” widths and DEMONSTRATION DISPLAYS SPEED SALES 


4”, 6” and 8” lengths. 
Metal windows and screens are much easier to sell when displays permit 
“in use” demonstrations, agree Jack Cohen and Stanley C. Eisenberg. Seen 
above at one of seven such displays in the Atlanta, Ga., showroom of Stein 
Steel, Inc., Eisenberg, right, explains sales points of a casement window 
screen. He is Southern sales manager for the Steelcraft Manufacturing Co. 
of Rossmoyne, Ohio, whose full line of windows, door frames, and closet 
doors are distributed in the Atlanta territory by the Stein concern. Cohen 
is vice-president and general manager of Stein steel and building products. 


WRITE FOR COMPLETE INFORMATION 


ADAMS-RITE MANUFACTURING CO. 


540 WEST CHEVY CHASE DRIVE, GLENDALE 4 CALIFORNIA, US A 


SPECIALIZED LOCKS AND BUILDERS’ HARDWARE 
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DAVIS MANUFACTURES THE 
PERFECT DOOR FOR 
ANY HOME... 


QUALITY APPROVED... 
.+ePLUS ECONOMY 


Davis Flush Doors, the Door most home builders wish for and 
can afford to buy. Note these facts: Stiles—!34" doors 
(1'%44" wide). Top and bottom rail 234". Stiles—134" 
doors (134") Top and Bottom rail 234". Lock blocks on 
both sides 24" long making space for locks 4!/," wide on 
134" doors and 434" wide on 134" doors. Supporting 
bars—34" wide, |!/," apart. Doors made to comply with 
commercial standard 171-50. 


Windent%e Tr e 


Designed for modern living, flush doors add to any home. 
The simple, yet attractive design leaves no corners or edges 
to catch dust. They can be used in natural finish or painted 
to match furniture. Light weight. All doors guaranteed. 





























MANUFACTURING CO., INC. 


AU 4491 1075 $. CLARK ST. 
NEW ORLEANS, LA. 
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MORE SALES rom 
LESS INVENTORY 


with _ Bi 


STOCK SIZES 
MEET 750 OF 


PROMPT DELIVERY 
from factory of 
other stock sizes 
for every 
need 


Gate City Perma-Treated 
woop AWNING WINDOWS 


DEALERS LIKE THESE PROFIT FEATURES 


Gate City dealers realize more profit and savings in ware- 
housing through smaller, faster moving inventories...3 sizes 
meet 75% of all window demands! Other stock sizes are 
delivered promptly. 


Send Coupon For Dealer Information 
GATE CITY SASH & DOOR CO. 
P.O. Box 901, Fort Lauderdale, Florida 
Gentlemen: Please send complete information regarding 
dealership in Gate City Wood Awning Windows. 


Tell me all about SBS-4 


your sample floor 
display model 
that sells windows 
through easy 
demonstration. 


Name 


Address eee 














City State 


cedure, Equipment, and Material 
Requirements for Laminated Lum- 
ber.” 

Speeches on mechanical efficiency 
will cover trends in chain-saw use, 
end printing and waxing, and mois- 
ture registering instruments. R. R. 
Macartney, National Lumber Manu- 
facturers Assn., will tell what me- 
chanical efficiency has meant to the 
West. 





Moving UP! 











General Electric Co... . CLARENCE 
H. LINDER, general manager of the 
major appliance division in Louis- 
ville, Ky., has been elected a vice- 
president. He has been with G-E 28 
years, with experience in manufac- 
turing, engineering, and administra- 
tive tasks. 

Olympic Stained Products Co. ... 
Eric H. CARLSON is now director of 
trade sales for this Seattle firm’s 
Olympic stain division. For the last 
three years he has been production 
manager for Forest Interiors, Inc. 
Majestic Manufacturing Co... . This 
87-year-old manufacturer of kitchen 
ranges has appointed CHARLES H. 
Horn sales manager. He fills the 


ROBERT FAEGRE, former vice- 
president responsible for paper sales 
of the Minnesota and Ontario Paper 
Co., has succeeded C. T. McMurray 
as executive vice-president. McMur- 
ray, a veteran of 35 years of service 
with Mando, was advanced to senior 
vice-president. Under Faegre’s lead- 
ership, the firm greatly broadened its 
markets for many types of papers. 
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DESTINATION UNKNOWN... 


QUALITY 
GUARANTEED 


Hundreds of trainloads of APMI plywood 
leave Associated mills in the course of a year. 


This miracle wood is used on various con- 


struction projects in the United States and ASSOCIATED PLYWOOD MILLS, INC. 


General Offices: Eugene, Oregon 
Plywood plants at 
Pe Eug and Willami Oregon 
and under what conditions, we cannot be sure. Lumber mill at Reseburg, Oregon 
. ; BRANCH SALES WAREHOUSES 
What we do know, however, is that each panel 4268 Utah St., St. Lovis, Mo 
4814 Bengal St., Dallas, Texas 
ee ‘ 4003 Coyle St., Houston, Texas 
is identified by a grademark and by the APMI 1026 Jay St., Charlotte, N. C 
i 111 Welborn St., Greenville, S. C 
° ° e m 925 Toland St., San Francisco, Calif 
trademark. This is, in effect, a double guar- Eugene, Oregon 
Willamina, Oregon 
SALES OFFICES 


31 State Street, Boston, Mass 
595 E. Colorado St., Pasadena, Calif 


throughout the world; but just exactly where, 





antee of quality and serves to identify APMI 


plywood whenever and wirzrever used. 
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JOBBERS TOLD us- 





PN 


: { “ou pave the CLT and HVE baad 
| onthe Market" 


Barented rencion catch 


at sill holds Keystone Screen secu- 
rely in place. Just turn knob to ad- 
just for proper permanent setting. 


LZireluvive fr 


assures snug fit at bottom... 
screen to uneven or Off-level sill. 


tree hating i bar 


adjusts 


52 


atuminum TENSION screens 


Growing demand for 
Keystone Aluminum 
Tension Screens has re- 
sulted in thousands of installa- 
tions throughout the nation—and 
our jobbers tell us this means thou- 
sands of satisfied users! 

Recently—in trying to make our Tension Screens 
even better—we demonstrated some new experi- 
mental models to jobbers and their salesmen in a 
number of cities. These men who know what 
dealers want told us—‘‘Don’t change the design of 
Keystone Tension Screens! You are now using the 
best and safest catch on the market!” 

Cash in now! Display and feature these popular 
screens—the smart, new way to Cut screening costs, 
reduce maintenance and add convenience to homes 
and apartments! Ideal for all double-hung windows. 
Easily installed—no heavy frames to cut or fit. No 
painting—no rust. Easily replaced screening. Low 
first cost, low upkeep, neat appearance. Investigate! 


rire Cloth Co. 
; i nover, 
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vacancy left by the resignation of 
P. R. Harrington. 


E. F. Hauserman Co. . . . KENNETH 
A. HAWKINS now is merchandising 
manager. He heads all advertising, 
sales promotion and sales, and mar- 
ket analysis research. 


Bolta Products Sales, Inc. . . . Head- 
ing the newly-established wall cov- 
ering division is PAuL R. HOFMANN. 
He formerly was sales manager of 
the plastic wall covering division of 
the U. S. Plywood Corp. 


Hyster Co. . . . This material-han- 
dling equipment firm has appointed 
four new district managers. ROBERT 
LANGE heads the East-central dis- 
trict, including the Washington 
office; Art Morris, the North-cen- 
tral district, including eastern Cana- 
da; WALT St. Cuiarr, mid-central dis- 
trict, and Rosert HIE, Northwest. 


U. S. Steel Corp. . MILTON MALE 
has been appointed manager of the 
building and construction industries 
section of the commercial depart- 
ment. He has directed housing re- 
search in the technology division 
since 1946. 


Rockwell Manufacturing Co. 

New vice-president in charge of 
sales for the power tool division is 
E. W. Ristavu. He joined Rockwell as 
general manager in 1951 and became 
director of sales and advertising of 
the Delta power tool division in 
1952. 


Certain-teed Products Corp... . This 
manufacturer of asphalt roofing and 
siding, gypsum lath, plaster, wall- 
board, insulation, and related prod- 
ucts has created two divisions in its 
sales organization. Cart E. BEr- 
ZELIUS, former gypsum and allied 
products sales manager, is now sales 
manager of the Western division. 
L. B. Harnett, formerly in Cleve- 
land, heads the Eastern division, in- 
cluding the Memphis-St. Louis area. 


Huntington Industries, Inc. . . . Di- 
rectors have appointed WILLIAM W. 
(BrtL) TAayLor as sales manager for 
this manufacturer of Metal-Fold 
safety stairs and similar products. 
Connected with the building indus- 
try since 1939, he will move to 
Memphis in June, and will work 
with agents throughout the country. 


Flintkote Co... . Flintkote’s former 
director of advertising and public 
relations, L. ROHE WALTER, recently 
was appointed as special assistant to 
the Postmaster General. He is a past- 
president of the Direct Mail Adver- 
tising Assn. 


American Forestry Assn... . LOWELL 
BESLEY has been named executive 
director-forester. He will take up his 
new duties July 1, after resigning as 
dean of the forestry school at the 
University of British Colombia. Fred 
E. Hornaday, secretary and director 
of advertising, has been acting di- 
rector since last April. 
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BOREK PICKS L- -0- F 


N "BLINDFOLD TEST" 


TRY THE “BLINDFOLD TEST’’ YOURSELF 


man who’s taken this test has 
L-O-F no matter whether he cut it first, 


Edward M. Borek of the 105-year-old 
Lyon & Billard Company (lumber and build- 
ing materials) says: 


“The cutter sounded good on Brand D. 
The glass parted easier, no ragged 
edge. Easier to cut by hand or machine” 
(he tried both methods). 


Mr. Borek tried cutting four unidentified brands of good, 
single strength window glass. He instantly singled out 
Brand ‘‘D” (which was L:O°F) as easiest to cut! 

It’s easier to cut L-O-F window glass into big pieces, 
little pieces; angled and curved pieces. You can even cut 
off thin strips close to the edge with a light stroke. 

L:O:F window glass cuts easier because it is annealed 
more slowly, more patiently. That makes it less brittle. 
Chere’s less risk of loss from breakage in cutting. 





Practically every 
picked 
last, or in between the other brands. Try it and 
you'll see why you have fewer bad cuts, less waste 
and more profit, with L:O-F. 

Call your nearest L-O-F Distributor. These local 
businessmen are listed under ‘‘Glass”’ in the yellow 
pages of phone books in principal cities through- 
out the country. And send for your free booklet— 
“For Greater Profits On Window Glass’’. 

Write Libbey’Owens‘Ford Glass Company, 7043 
Nicholas Building, Toledo 3, Ohio. 
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COLUMBIA, S. C.: The new sales 
representative for the Masonite Corp. 
in the state of South Carolina and 
eastern Georgia is Lyn B. Vaughn, 
according to Division Manager P. A. 
Sharp, of Atlanta. Formerly a sales- 
man for the Palmetto Sash and Door 
Co., Vaughn is a graduate of New- 
berry Coliege. 


CORRIGAN, TEX.: The Edens- 
Birch Lumber Co. recently opened 
a $400,000 mill here, described as one 
of the most modern lumber mills in 
the South. It replaces a plant de- 
stroyed by fire last summer. Public 
prayers of gratitude were offered at 


NEWS about MANUFACTURERS 


dedication ceremonies by three 


pastors, including one Negro. 

LOUISVILLE, KY.: Douglas Mc- 
Kellar has been named manager of 
paint market sales for the Reynolds 
Metals Co. Edward F. Reilly is his 
assistant. 

OKLAHOMA CITY OKLA:: 
Edgar R. Robbins has been appointed 





The Sign of the 
Complete Line 


ALL YOUR ROOFING AND SIDING FROM ONE SOURCE 
Old American 


Old American has a complete line of asphalt and 
asbestos-cement roofing, shingles and siding to meet every 
need. For greater variety ... superior quality .. . prompt, 
personal service... order all your needs from one source — 


Old American, of course! 


| ASPHALT SHINGLES | and roofing 





ASBESTOS SIDING and shingles 
ad top eineh de) Vil [44 roof to foundation. 


and ----. 


Insulating siding, asbestos-cement wall- 
boards, built-up roof materials and allied items. 


Get FREE Catalog Sheets and Sales Literature...Write TODAY to 


Old American Roofing Mills 


7600 TRUMAN ROAD 
KANSAS CITY EAST ST. LOUIS 
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KANSAS CITY, MO. 


SALT LAKE CITY DALLAS 





district representative for General 
Electric’s Construction Materials 
Southwestern district. Formerly he 
was district supply sales manager at 
Lubbock, Tex. 


LOCKPORT, N. Y.: The Upson Co., 
manufacturer of laminated fiber 
panels for walls and ceilings, recent- 
ly presented gold watches to 53 of- 
fice and plant employees who have 
been associated continuously with 
the firm for 25 years or longer. 
Among them was Charles G. Oster- 
tag, South Atlantic division sales 
manager in Atlanta. 


NASHVILLE, TENN.: W. F. 
Mitchem has been transferred here 
from Macon, Ga., as Celotex sales 
representative. 

AMARILLO, TEX.: Derwood 
Davis, former junior sales represent- 
ative for the Celotex Corp. in the 
Knoxville, Tenn., area, has been pro- 
moted to serve as the local senior 
sales representative for Celotex. 


MACON, GA.: George P. Gillespie 
is the new senior sales representative 
for Celotex in this area. Former 
junior sales representative in At- 
lanta, Ga., he succeeded W. F. 
Mitchem, who was transferred by 
Celotex to the Nashville, Tenn., ter- 
ritory. 

EL PASO, TEX.: Three executive 
changes in the personnel of the 
Southwestern Portland Cement Co. 
have been announced by Vice- 
President W. R. Blair. Herman Lie- 
breich, sales manager since 1945, now 
is assistant manager of the company’s 
Texas operations. Thad A. Steele has 
been advanced from assistant sales 
manager to replace Liebreich as 
sales manager. James C..Clary, a 
veteran of both World War II and 
the Korean war, is the new assistant 
sales manager. 


HOLLYWOOD, FLA.: The Mari- 
etta Concrete Corp., of Marietta, 
Ohio, has announced plans to build 
a $250,000 plant near here for the 
manufacture of concrete blocks, wall 
panels, industrial silos, and other 
products. F. L. Christy, president of 
the firm, winters at Fort Lauderdale. 


ANSLEY, LA.: Stockholders of the 
Davis Brothers Lumber Co. have 
voted to rebuild its plant here. It 
was destroyed by fire last summer. 
Replacement is estimated to cost 
$75,000. 

NEW YORK, N. Y.: Wesley J. 
Peoples recently was elected presi- 
dent of the United States Air Condi- 
tioning Corp. Board Chairman Ear] 
A. Darr stated that Peoples and his 
associates would become substantial 
stockholders in the company. Peo- 
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Get fast amen ral 


our convenient wholesale distribution 


_WAREHOUSE 


ee WedgeWood Decorative Paneling 


| | Now the luxury of genuine wood wall paneling is 
| 

















within the reach of all your customers. Low-cost 
WedgeWood offers a new kind of textured beauty 
that fits into any decorative scheme . . . lends itself 
to dramatic color treatment. For remodeling or new 
construction, WedgeWood is the hottest item in the 
building trade today. Call your G-P warehouse and 
ask them to show you a panel. Call them today! 








. and don’t forget these other G-P specialties: 
GPX", the plastic-faced plywood with more than 
60 proven uses; G-P Crownply®, the decorative 
hardwood plywood and G-P GIANT scarfed panels 
in 12', 14', 16' lengths and up. 


GEORGIA — PACIFIC 
PLYWOOD COMPANY Pr sob  e 


G-P WedgeWood decorative paneling 
G-P Plysheet Southern plywood 
Douglas Fir Plywood 
Giant-sized Scarfed panels 
Fir pattern Doors 
Hardwood Flush Doors 
Cypress and Redwood Lumber 
Southern pine 
Augusta, Ga.—Call 2-8383 Western bas 
Treated lumber and timbers 
Residential and factory flooring 
Mouldings 


G-P PRODUCTS 








Southern Finance Bidg., 
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ples is chairman of the Institute of 
Boiler and Radiator Manufacturers 
and a former president and chairman 
of the board of the United States 
Radiator Corp. 


SWEETWATER, TEX.: Construc- 
tion of a third kiln at the Maryneal 
plant of the Lone Star Cement Corp. 
is to start soon. Manager R. R. Mc- 
Bride said that the new kiln would 
increase the plant’s capacity at least 
50 per cent. 


CLARKS, LA.: After 50 years of 
operation, _the Louisiana Central 
Lumber Co. closed down its sawmill 
here on February 19. The firm had 
employed as many as 1,000 workers 


at the peak of its operations, which 
resulted in the manufacture of over 
1,000,000,000 board feet of lumber. 
The company closed down for lack 
of available timber in the area. 


PHILADELPHIA, PA.: Gerry 
Sheehan is now covering the states 
of Delaware, Pennsylvania, and 
southern New Jersey for C. Hager 
and Sons Hinge Manufacturing Co. 
His headquarters are at 4707 Windsor 
St. He is a graduate of St. Joseph 
College and served in the Army 
Engineers during World War II. 


PALACIOS, TEX.: Pal-Port Clay 
Products Co. is now producing com- 
mon brick near here. The modern 


























Dickey sanitary salt-glazed clay pipe 
house connections—can now be supplied 


Yes, Dickey sanitary salt-glazed clay pipe—4- and 6-inch 
diameters—is again available to dealers, in any quantities. 
Here in one pipe your customers gain all the requirements 
for ideal house sewers: ease of installation...reasonable 
original cost...a full line of fittings...unsurpassed rigidity 
...permanently high carrying capacity...and absolute resis- 
tance to rot, rust, or chemical failure. Stock up on Dickey 
sanitary salt-glazed clay pipe. 


If it’s made of clay it’s good...if it’s made by Dickey it’s better 


Dickey Sanitary 


Salt-Glazed Clay Pipe 
ALWAYS IN DEMAND 


= Modern multiple presses plus new kiln capacity have enabled 
Dickey to produce 4- and 6-inch pipe in unheard-of quantities. 











W. S. DICKEY 
CLAY MFG. CO. 


Birmingham, Ala., Chattanooga, Tenn., 
Kansas City, Mo., San Antonio, Tex., 





Texarkana, Tex-Ark. 


brick press molds 16,000 a day. The 
partners in the firm are George Har- 
rison and Stanley Smith. 


TRINITY, TEX.: The new name 
of the Texas Long Leaf Lumber Co. 
here is the Lumber Division of the 
Southland Paper Mill, Inc. Joe 
Richards is acting manager. 


KANSAS CITY, MO.: Harvey D. 
Woodward and Co., located at 602 
Merchandise Mart, 2201 Grand Ave- 
nue here, are now sales represent- 
atives for Carlson steel tape rules 
in the states of Missouri, Kansas, 
Iowa, and Nebraska. 


BELLAMY, ALA.: New president 
and general manager of the Allison 
Lumber Co. here is William T. Hay- 
nie. He joined the firm in 1920 as a 
commissary clerk and successively 
became bookkeeper, auditor, sales 
manager, treasurer, then last year 
was named vice-president and gen- 
eral manager. 


DALLAS, TEX.: New Texas super- 
visor for the West Coast Bureau of 
Lumber Grades and Inspections is 
Clarence W. Payne. 


ATLANTA, GA.: Sales represent- 
atives of the Shower Door Co. of 
America recently enjoyed their an- 
nual “speechless” sales meeting here 
at the Mayfair Club and then spent 
a week on a fishing trip at Homo- 
sassa, Fla. 


PETALUMA, CALIF.: The Kresky 
Manufacturing Co. here has pur- 
chased the Ward Heater Co., Los 
Angeles, from the Estate Heatrola 
Division of the Noma Electric Corp., 
of New York City. This brings to- 
gether two of the oldest floor furnace 
manufacturers in the nation — 
Kresky, originator of the first forced- 
air induction principle of low-cost 
heating, and Ward, originators of 
the gas floor furnace and the stain- 
less steel combustion chamber for 
such units. 


LOUISVILLE, KY.: General Elec- 
tric, from Appliance Park here, has 
announced the appointment of 
Gabriel E. Drollinger as full-time 
sales manager for cabinet sales. Jack 
J. Clarke is now sales manager for 
dishwashers. 


DAYTON, OHIO: New sales man- 
ager of the Lau Blower Company’s 
fan division is Edward V. Sullivan. 
Succeeding Sullivan as advertising 
and sales promotion manager for the 
division is Thomas H. Martin, for- 
merly with Monsanto Chemical Co. 
as graphic services supervisor. 


PORTLAND, ORE.: Robert O. 
Leonard, former assistant promotion 
manager for the Western Pine Assn., 
is the new executive editor of Crow’s 
Pacific Coast Lumber Digest. Suc- 
ceeding him in the WPA position is 
Malcolm Epley Jr., University of 
Oregon graduate and former farm 
editor and artist for a Klamath Falls 
newspaper. 
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FIVE-YEAR 
ASSOCIATION DIRECTORY WRITTEN 


Associations serving Building Supply Dealers in GUARANTEE 


Southern and Southwestern states—and served 


by SOUTHERN BUILDING SUPPLIES furnished with each unit 


Alabama Building Material Exchange — 519 Stallings 
Building, Birmingham 3, Ala. Executive Secretary: Mrs. 


Mary K. Harless. Tel. 7-3195. President: W. Thornton No other 


Estes, Birmingham, Ala. 
Arkansas Association of Lumber Dealers — 727 Pyramid 

Building, Little Rock, Ark. Secretary: E. DeMatt Hender- S$ yi A i Pd W A Y 
son. Tel. 8283. President: T. Arthur Holt, Marked Tree, 


Ark. offers so much 


Carolina Lumber and Building Supply Association — | | 4 
Builders Building, Charlotte, N. C. Secretary-Manager: z 
E. M. Garner. Tel. 2-4921. President: T. A. Roe, Green- : 
ville, S. C. 

Florida Lumber and Millwork Association — 2218 Edge- 
water Drive, Orlando, Fla. Secretary-Treas.: Mrs. Marie 
M. Bennett. Tel. 2-3761. President: Francis J. !gou, 
Orlando, Fla. 

Kentucky Retail Lumber Dealers Association — Knott 
Building, Lebanon, Ky. Exec. Vice-President: Donald A. 
Campbell. Tel. 74. President: R. E. McConnell, Paris, Ky. 


Louisiana Building Material Dealers Association — 528 
Florida Street, Baton Rouge, La. Exec. Vice-President: 
R. Needham Ball. Tel. 2-4080. President: Harry V. 
Balcom, Bossier City, La. 

Building Material Merchants of Georgia— 1050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G. 
Rowell. Tel. Elgin 5329. President: F. E. Adams, Milledge- 
ville, Ga. 

Lumbermen’s Association of Texas — Second National 
Bank Building, Houston 2, Tex. Executive Vice-President: 
Gene Ebersole. Tel. PReston 9157. President: Warren F. 
Keys, Marshall, Tex. 

Middle Atlantic Lumbermen’s Association— 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc- 
tor: Robert A. Jones. Tel. PEnnypacker 5-5377. President: 
G. Hunter Bowers, Frederick, Md. 

Mississippi Retail Lumber Dealers Association — 650 foldin re | H 
South State Street, Jackson 5, Miss. Secretary-Treasurer: ttic 


E. B. Lemmons. Tel. 3-2077. President: T. A. Rigdon, . STAIRWAY 


Forest, Miss. 


National Retail Lumber Dealers Association — 302 Ring ° 
Building, 18th and M Streets, N. W., Washington 6, D. C. 5 exclusive features 
Executive Vice-President: H. R. Northup. Tel. NAtional 
6757. President: H. J. Munnerlyn, Bennettsville, S. C. 
Oklahoma Lumbermen’s Association — 815 Leonhardt 
Building, Oklahoma City, Okla. Industrial Manager: W. M. . Operates on roller bearing which makes raising 
Mergan. Tel.: 7-0338. President: Dale Carter, Tulsa, and lowering practically effortless 

Okla. e 

Southern Sash and Door Jobbers Association—209 Sterick 
Building, Memphis 3, Tenn. Secretary-Treasurer: C. Bar- 
ney Gallagher, Jr. Tel. 8-4588. President: W. Horace Full width safety treads 


Woods, Houston. 

Southern Wholesale Lumber Association—McMillan Bank Finest grade lumber and aluminum alloy 
Building, Livingston, Ala. Secretary-Manager: Robert F. construction. All parts secured by bolts and 
Darrah. Tel. 3051. President: John A. Thames, Birming- screws. 
ham, Ala. 
Southwestern Lumbermen’s Association—512 R. A. Long Easy to handle - - Easy to install. Shipped in 1 package 


Building, Kansas City 6, Mo. Secretary-Manager: Allan T. assembled. Requires no attic space. No adjustments, 
Flint. Tel. Victor 2265-6. President: Fred S. Stephenson, . 4 = . 

Chickasha, Okla. no springs. Fits all ceilings from 7 feet to 9 feet 9 inches. 
Tennessee Building Material Association—7 11] Broadway, (Runners graduated, all you do is measure from finished 
“a am —e PPI Paneer gear a O. floor to finished ceiling and saw off runners at desired 

fe) . Tel. 2- . President: ae 8 ) t ‘ ‘ 

bade Tom. ; . saint height.) Accepted by F.H.A. Listed in Sweets. Specified 
Virginia Building Material Dealers Association — 3305 by leading architects. Sold by more than 12,000 dealers 
Monument Avenue, Richmond 21, Va. Secretary-Manager: in U. S. A. and Canada. 
Harris Mitchell. Tel. 6-1749. President: William N. Neff, 
Abingdon, Va. Contact Precision Jobber for attractive prices. 


West Virginia Lumber and Builders Supply Dealers Associ- 
ation—P. O. Box 1589, Fairmont, W. Va. State Secretary: PRECISION PARTS CORPORATION 


Sam H. Diemer. Tel. 364. President: Robert N. Swiger, 
Clarksburg, W. Va. 400 North Ist St. Nashville 7, Tennessee 


Actuated by counterweights. 


Insulated door panel to prevent loss of heat 
to attic. 
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Ruberoid Is Fifth 
Fiberglas Distributor 


The Ruberoid Co., manufacturer 
of many other building materials, 
has been named a national distribu- 
tor of Fiberglas residential building 
insulations, it was announced by the 
Owens-Corning Fiberglas Corp. 

Ruberoid joins five other firms in 
the distribution of Fiberglas resi- 
dential! building insulation. They are: 
Armstrong Cork Co., Certain-teed 
Products Corp., Flintkote Co., Min- 
nesota and Ontario Paper Co., 
Minneapolis, and Kelley-Island Lime 
and Transport Co., Cleveland. 


Fiberglas residential building in- 
sulations sold through these national 
distributors include: roll blankets, 
batt blankets, perimeter insulations, 
pouring wool and utility batts. 


Struve Heads CISPI 


The Cast Iron Soil Pipe Institute 
elected J. W. Struve, Los Angeles, 
as president. 

Also elected were Frank Hamilton, 
Anniston, Ala., vice-president, and 
Deems W. Hallman, Philadelphia, 
treasurer. The executive committee 
includes Struve, Hamilton, and Wil- 
liam C. Baird. 





4 


Profitable! 


YOU CAN SELL MORE MILLWORK 
WHEN IT’S PENTA-TREATED WITH 


 WOODTOX 


WOOD PRESERVATIVE 
& WATER REPELLENT 


WOODTOX Penta-Treated millwork gives you 


WOODTOX Penta-Treated 
millwork may bear the 
NWMA seal of approval or 
this brand: 


a powerful sales advantage—provides you with an 
opportunity to do some real business-building pro- 
motion—helps you get a larger share of available 
business—earns you more profit on every sale. 


More than that, your builder customers can make 
extra profits by selling WOODTOX-treated mill- 


work because his customer—the owner 


gets so 


much more for his money for so little extra cost! 


Insist that the millwork you sell age 
is so branded to certify preserva- 
tive treatment with WOODTOX. 


WOODTOX Penta-Treatment protects mill- 
work against decay and termites—keeps shrink- 


ing, swelling and warping at a minimum — 


WOODTOX complies with NWMA 
and Western Pine Association 
Standards, and Army, Navy and 
Air Force specifications. 


resists mold, mildew and staining. WOODTOX 
also acts as a primer that reduces blistering 
and peeling of surface finishes. 


v Advertise—promote WOODTOX Penta- 
‘ Treated millwork. It’s Extra-Profitable! 


EXTRA COUNTER SALES! 


WOODTOX in quart and gallon cans, 

packed in attractive display carton is a 
real sales builder. it practically sells itself 
to home owners, builders and carpenters. 


Write For 
Price List 





Aek Your Millwork Yobler 


... Or write direct for booklet explaining 
the advantages of WOODTOX 


‘4,  Wood-Treating Chemicals Co 
; oe National Sales Agents For Monsanto 
Z Santophen 20 (Pentachlorophenol) 


a 5137 Southwest Ave. . 


St. Lovis 10, Mo 


eae 





Ventilation and Light 
Keep Termites Away 


Termite damage has caused in- 
creasing alarm during the last 20 
years. 

But according to Farm and Ranch 
magazine, termites are not increas- 
ing in numbers—we are just more 
conscious of them. In a recent issue, 
Building Editor Price Hobgood sug- 
gested nine ways to prevent damage: 

1. Remove all wood scraps, stumps, 
and roots from the building site. 

2. Destroy the shelter tubes if any 
appear. (This destroys the ground 
contact, which the termites need for 
obtaining moisture.) 

3. Do not place untreated wood 
closer than 18 inches to the ground. 

4. Provide plenty of screened 
ventilation under the building—not 
less than two square feet per 25 
lineal feet of wall. 

5. In extreme cases, use termite 
shields. 

6. Be especially careful around 
slab porches. This is an ideal spot 
for termites to hide. 

7. Make thorough inspections reg- 
ularly. 

8. Keep soil around foundations 
dry by providing adequate drainage. 

9. Use soil poisons as a temporary 
measure of control. 


New Home for AFPI 


American Forest Products Indus- 
tries, national sponsor of the Keep 
Green and American Tree Farm 
programs, is now operating from a 
new address in the national capital— 
at 1816 N. Street, NW., Washington 
6b. 

The new AFPI headquarters, still 
located in Washington’s DuPont 
Circle area, provide larger and more 
adequate facilities for the expanded 
services of the forest industry educa- 
tional and informational organiza- 
tion. It coordinates and services the 
Keep Green forest fire prevention 
education program in 33 states and 
the Tree Farm System in 35. 


73,526 in U. S. 


There are some 73,526 plumbing 
and heating contractors in business 
in the United States — an increase of 
12 per cent over the number two 
years ago, according to a survey 
made by Plumbing and Heating 
Business, a trade paper. 

The number of plumbing and heat- 
ing contractors who have stores has 
increased from 14,954 to 23,946 in the 
two-year period, the magazine found. 

The distribution function in the 
plumbing and heating industries is 
performed by 4,651 wholesalers, of 
which 1,694 are full-service whole- 
salers. 
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There, in just seven words, is what you and 
every man engaged in concrete construction 
should know about air-entrained concrete. 
Mr. Nicholson made that statement during a 
speech before an assemblage of concrete ex- 
perts from all over the United States at the 
Quality Concrete Conference held at Vander- 
bilt University last October. The Nicholson 
Concrete Company, Toledo, Ohio, of which he 
is president, has had years of experience pro- 
ducing air-entrained concrete for many types 
of construction jobs. 

In his talk, Mr. Nicholson went on to state: 
‘‘Air entrainment by performance has earned 
widespread acceptance. The advantages of air 
entrainment so far outweigh the disadvantages 
(real or fancied), that there can be no justifica- 
tion for not specifying air-entrained concrete 
for practically all construction jobs. 

‘The way to overcome the disadvantages . . . 


... intelligently 
handle the factors 


of air entrainment” 
— James A. Nicholson 


is to intelligently handle the factors of air en- 
trainment. You do this by properly designing 
the mix and by controlling the amount of air 
entrained, to fit intended job use.” 


The safe, simple way to be sure with air- 
entrained concrete, as Mr. Nicholson points 
out, is to follow the “‘prescription’”’ method 
—add the required amount of any well-known 
air entraining agent to standard portland 
cement at the mixer. And remember—in 
cements, whether air entraining or stand- 
ard portland, there are none better than 
Marquette. 








* * * 


If you have any problems or questions on the 
use and mixing of air-entrained concrete, the 
Marquette Service Engineer will be glad to help 
and advise you—contact any Marquette office. 


Marqgueive Coment 


MANUFACTURING COMPANY 


SALES OFFICES: Chicago « St. lovis * Memphis * Jackson, Miss. * PLANTS: Oglesby, lil. 
Des Moines, la. * Cape Girardeau, Mo. * Nashville, Tenn. * Cowan, Tenn. * Brandon, Miss. 


PORTLAND e HIGH EARLY STRENGTH e AIR ENTRAINING « MASONRY 
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Cites Advantages of 
Maple Flooring Grade 


The comparatively new combina- 
tion grade of “Second and Better” 
Northern hard maple flooring is now 
a popular choice for school class- 
room, gymnasium, and multi-purpose 
room floors, according to L. M. Clady, 
secretary-manager of the Maple 
Flooring Manufacturers Assn. This 
grade also is a splendid choice for 
floors in ballrooms, roller skating 
rinks, residences, and other spaces 
where attractive resilient and easily 
maintained lifetime floors are de- 
sired, he said. 


“Concerning Second and Better 
Grade interpretation,” Clady said, 
“it should be explained that in the 
routine manufacturing process, 
maple flooring strips are cross-cut to 
separate the first, second, and third 
grade pieces. However, in develop- 
ing Second and Better Grade, only 
the Third Grade is trimmed out of 
the strip. This method leaves the 
remainder of the strip a one-piece 
combination of First Grade and 
Second Grade. 

“The Second and Better Grade 
thus developed is, in the opinion of 
architects and users interviewed, 
more colorful and attractive than the 
straight First Grade. Certainly the 





Published in the interest of 
better and more economical 
building construction. 


Wonaruch. 
METAL WEATHERSTRIP CORP. 
6343 ETZEL AVE., ST. LOUIS 14, MO. 
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Hoping for more business is a pleasant pastime, 

but it doesn’t produce results. You’ll get much 

faster action by doing what hundreds of other 

dealers have done to boost their sales—merchan- 

dise and push the use of Complete Window Units, 

precision-assembled by the mill or your jobber. 

Your builder customers will also gain, because 

you'll be helping them to... 

--. prevent a great waste of material 

... eliminate a lot of time-wasting assembly 
on the job 

...- help them do a far better, more accurate 
job 

-..make it easier for them to meet urgent 
completion dates 


Owners will be luckier too, because Complete 
Window Units give them much sounder, more 
satisfactory construction at no extra cost. 


It will pay you to get ALL the facts soon. 





Second and Better Grade is just as 
serviceable and guaranteed to last as 
long as the higher grade. 

“Perhaps the most important ad- 
vantage in selecting Second and Bet- 
ter Grade Maple flooring is that it 
can be laid at a savings of 3 to 4 
cents per square foot of floor area, 
compared with the cost of MFMA 
First Grade flooring.” 


Increases Research on 
Wood Preservatives 


The Protection Products Manufac- 
turing Co. of Kalamazoo, Mich., has 
enlarged its engineering and labora- 
tory staffs to better serve users of 
its Woodlife and other preservatives 
and water repellents. 

James S. Bradshaw, named head 
of the engineering department, will 
direct expanded activities in the 
Dri-Vac process of vacuum wood 
preservation. 

James S. Knauss has joined the 
research staff. He will devote his 
efforts to accelerating and strength- 
ening continuous product improve- 
ment. 


ODD-TIME HOUSES 
(From page 30) 


“Any customer’s contracted job 
always comes first,’”” Newman as- 
serted. “It took us four months to 
put up the last two houses because 
our men were busy with other 
jobs.” 

These houses are not built in a 
sub-division. They are put on va- 
cant Jots in established residential 
sections. 

Each house includes panel heat- 
ers, stove hood for kitchen ventila- 
tion, and steel kitchen cabinets and 
sink. 

Some walls are papered and 
others are painted. Some of the 
rooms have hardwood floors. 
Others have asphalt tile or lin- 
oleum. The foundation is a con- 
crete slab. 

Newman says his firm gets a 
mark-up of 10 per cent on the 
houses it offers for sale. ““We can 
afford to do this because it keeps 
our employees busy when other- 
wise they would waste time. If 
they are not kept on the payroll 
constantly, they will leave for bet- 
ter jobs in the city.” 

In connection with Newman’s 
homebuilding services and specu- 
lative building, his firm operates a 
furniture store. To those who buy 
new homes through him, he usually 
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The battery 
of thirteen 
double belt 
sanders finish 
the face panels 
to flawless 
smoothness 











Vatlou. acwiee Te your measure 


Whatever your door requirements, your General Jobber 


can help you meet them—at a profit. There’s no need to 


overbuy one day and experience shortage of some 


sizes the next. Without a day’s delay, you can have 


any size door without waiting for a mill shipment. 


You turn your capital fast. 


belt sanding — another quality “ 


Drum sanding may be faster and 
cheaper, but it takes belt sanding to 
produce the velvet-smooth finish 
General customers appreciate. That 
is why all General Gibraltar and 
Kentucky Colonel Doors are 
finished on the most modern of 
double belt sanding equipment. 


In a great many other ways General 
insures uniform quality: 


THE WORLD’S MOST BEAUTI- 
FUL DOORS—Premium door face 
panels are either one-piece or per- 
fectly matched for grain and color. 


MOISTURE CONTROL—Dried to 
a limit of 5 to 7% moisture in Gen- 
eral’s own giant kilns. Secretly proc- 
essed to relieve grain stresses. 

THREE-PLY PANELS — 3314% 
thicker than most door panels. 


Made to rigid standards under our 
control. General’s huge veneer plant 


is devoted exclusively to General 
Door panels. 


SCIENTIFIC CORE DESIGN — 
Inert 3” fibre rings are spaced 11/.” 
apart to give panels the strongest 
support known to the industry. 


HOT PLATE PRESSED—Glues are 
driven deep into panels, frames and 
cores with more than 500,000 
pounds pressure and then set by 
heat for all time. 


BELT SANDING—Finished on the 
most modern double belt sanders, 
for satin-smooth, flawless surfaces. 


From log to veneer . . . from panel 
to finished door . . . every step in the 
manufacture of General Doors is 
quality controlled and inspected. 
General’s extensive facilities are 
your positive assurance of uniform 
satisfaction — year after year — for 
you and your customer. 


GENERAL PLYWOOD CORPORATION 


LOUISVILLE 12, KENTUCKY 


The doors that pass the “Elephant Test” 
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sells between $1,500 and $2,000 
worth of new furniture. 

“We try to get them into the 
furniture store early,” Newman 
declared, ‘‘before they have time 
to visualize their old things in a 
new home. Visualizing new furni- 
ture in the rooms also makes the 
house more attractive. We started 
selling homes already furnished, 
but there were so many exchanges 
to be made that we no longer do 
that.” 

Newman added that furniture 
sales are a “natural” for tying in 


with building materials. “Furni- 
ture has a mark-up of from 60 to 
110 per cent. Even with half-price 
and clearance sales, we make a 
good profit.” 

Newman also has found that to 
keep up a rapid turnover in furni- 
ture, he has to take used furniture. 
This is especially true to those 
buying a new home. He says that 
if he has to take a loss on such 
trade-ins, he takes it immediately 
— then forgets it and considers 
only his total profit on his ‘‘one- 
stop” service. 





Monlites- tect tor New ( Construction, 





USING MACHINES 


(From page 28) 


cates a record is used up, and typ- 
ing all the letters, memoranda, and 
orders. 

We’ve had this central dictating 
system for six months. It has al- 
ready paid for itself in the time 
saved for both dictators and tran- 
scribers — and in the faster and 
more accurate handling of inquiries 
and sales. 

The same satisfaction has come 
from our investing in six electric 
calculators to provide one for each 
of six key estimators and sales- 
people. They use them to quickly 
and accurately figure quantities of 
materials, prices and discounts, 
and costs of the many items that 
go into a bill of materials. 

Like many other firms, we tried 
too long to get along with one 
calculating machine. For a produc- 
tive, busy salesman, an individual 
machine is a most profitable in- 
vestment! 


KEY TO SALES 
(From page 20) 


drawn plans from original sketches, 
and the salesman, who was dealing 
with the contractor for our home, 
simply had the answers for every 
thing. Although they couldn’t give 
us a quick answer from memory to 
our questions on different prices 
and quantities and uses, they knew 
where to look—in their Products 
Data Book. 

“There wasn’t one question 
price-wise that these boys couldn't 


This beautiful bathroom has a four foot wainscot 
of Verdi Antique Marlite Marble Panel for per- 
manence and easy cleanability. 


show us figures on, so we wouldn’t 
feel like they were pulling the 
prices out of the air, and there 
wasn’t one question as to method 
of application and use that wasn’t 
answered in the Nuttle book. 

“To me,” concluded homebuy- 
ing H. R. (Cotton) Northup, execu- 
“‘We have chosen Marlite for our smartly designed homes because i tive vice-president of NRLDA, 
of its beauty, economy, and easy-to-clean qualities. J “this was one of the most impres- 
sive demonstrations of a useful 
and convincing sales tool that I 
have ever seen.” 

Dealer Nuttle stresses the value 
of the Products Data Book in the 
training of new employees. “One 
of the first things we do when we 
get a new employee who is going 
to be in sales is to have him sit 
down and study the book for two 
or three days. This permits him to 
know where the items are, what 
their prices and uses are, and then 


Wainscot and tub area are Rose De Brignoles 
Marble Panel. Wall at right (not shown) is Natu- 
ral Walnut Woodpanel with matching mouldings. 


Beautiful “Country Estate Homes” in Midwest City, Okla- 
homa, sell faster with modern divided bathrooms of Marlite 
prefinished wallpanels. 

W. P. Atkinson, builder of these popular homes, is one of 
the originators of the famous “trades secrets” house. Mr. 
Atkinson, past president of NAHB, states: 


“Three of our model homes featuring Marlite in the bathrooms 
have been open to the public for the past sixty days, and you will 
be glad to know that our bathrooms have been the talk of the 
town.” 
With a million “starts” scheduled for this year alone, new 
construction is an important market for Marlite. Get your 
share of this business by contacting 
the builders in your area. Tell them 
about Marlite’s economy, beauty, low 
maintenance, and easy installation. 
That's the way to increase your sales! 


MARSH WALL PRODUCTS, INC. 
Dept. 497 Dover, Ohio 
Subsidiary of Masonite Corporation 


Marlite 


PLASTIC-FINISHED 
WALL AND CEILING PANELS 
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You sure are—if 
you aren’t pushing 
Fiberglas* Insula- 
tion for all you’re 
worth! 

Surveys prove 
your customers 
know as much, or 
more about the 
benefits of insula- 

tion as do their northern neighbors. But—only 
one third as many of them have it! 

Reason? Few dealers have asked them to 
buy—or have explained how they can install 
insulation, 


What an opportunity for you! The boom in 


OWENS-CORNING 


FIBERGLAS 


AVAILABLE THROUGH 6 DISTRIBUTORS 


air conditioning this year will focus attention 
on the need for insulation as never before. 
And—Owens-Corning will be promoting 
Fiberglas as never before! 

You'll have special Southern advertising in 
HOLLAND’S and special Southern literature 
backing you up... in addition to Arthur 
Godfrey over 32 TV stations and 186 radio 
stations, advertising in leading home and 
farm magazines and a whole host of sales tools. 

So—don’t miss out on the sales this pro- 
gram is sure to generate. Tie in and cash in! 
If you don’t already handle this great line of 
insulations, get in touch with your jobber 
salesman—today! Owens-Corning Fiberglas 
Corporation, Dept. 162D, Toledo 1, Ohio. 


BUILDING INSULATIONS 


INSULITE TIGER 


oy, 


THE FLINTKOTE 
COMPANY 
New York, N.Y 


*Fiberglas is the trade mark (Reg. U.S. Pat. Off.) 
of Owens-Corning Fiberglas Corporation for a 
variety of products made of or with fibers of giass 


THE RUBEROID KELLEY ISLAND LIME 


MINNESOTA AND 
ONTARIO PAPER CO. COMPANY 
Minneapolis 2. Minn. New York, N.Y. 


CERTAIN-TEED 
PRODUCTS CORP. 
Ardmore, Pa 


ARMSTRONG 
CORK CO 
Lancaster, Pa 


& TRANSPORT CO. 
Cleveland, Ohio 
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we send him out into the lumber 
sheds and warehouses to see and 
find the items. 

“Our Products Data Book is a 
splendid assistance in buying be- 
cause we establish and have estab- 
lished in it all the items we are 
going to carry in stock. 

“It is a help in stock control and 
in every way it is well worth the 
trouble and cost to make it up and 
keep it currently correct—and it 
is trouble. A responsible person in 
the dealer’s office should be as- 
signed the responsibility to as- 


semble it and maintain it. Price 
lists must be changed; so must 
product specifications and descrip- 
tions. 

“The responsible person must 
have two supporting files. One is 
for refills which are blank, for use 
in making price changes and send- 
ing as replacements. The second 
file is of price sheets and inserts 
showing current prices. These and 
information sheets are needed to 
replace any sheets that are torn or 
messed up in the books. 

“The most important thing is to 





SIU) MOPUIM sJOUOHLY 
nits 


FAST 


Dealers 


be sure that old price sheets in all 
books are removed and destroyed. 
We route a memorandum to the 
several store managers and sales- 
men with new sheets, which they 
must initial to show that they have 
made the price corrections and 
sheet changes. 

‘We wonder now how we went 
so long without this type of a 
combination catalog, price, and 
data book. Any dealer can develop 
one by starting with the inexpen- 
sive Dealer Products Data Book 
available from his association.” 


Classification of Materials in 
Products Data Books Used by 
Nuttle Stores 


1. Index. 

2. Special Items. 

3. Ladders, Wood Specialties. 

4. Dimension, Plank and Tim- 
bers. 

5. Common Board, Shiplap and 
Roofers. 

6. Flooring, Ceiling, Car and 
Drop Siding. 

7. Finish, Shop, Wood Cutter and 
Hardwoods. 

8. Shingles, 
Beveled Sidings. 

9. Millwork, Garage and Over- 
head Doors. 


Stain, Lath and 


IN the back door and OUT the front. 
That's the story with National Window 
Units. This is the complete, packaged 
window unit that arrives on the job ready 
to be slipped into the rough opening. 
Sash, sash balances, and weatherstrip- 
ping are all in place in the frame. Win- 
dow fitting time, costly labor time, are 
pared to the bone. Semi-skilled labor 
only installs ‘em. See the advantages. 


10. Plywoods. 

13. Cement, Color and Masonry 
Products. 

14. Gypsum Board, Lath and 
Gypsum Products. 

15. Lime and Lime Products. 

16. Brick, Tile, Clay Products 
and Slate. 

17. Asphalt Products, Building 
Paper. 

18. Asbestos Products and Relat- 
ed Items. 

19. Insulation and Wall Board. 

20. Glass, Specialties and Plastic 

. —— “ oa = I Glazing. 
Builders have seen the advantages, and — i a 
they're BUYING! Dealers who've seen the Prediate 
advantages are SELLING! Are you? 22. Aluminum Sheets, Windows, 
etc. 

23. Builders Hardware — Tools 
— Builders Hardware. 

24. Paint, Wallpaper, Oils and 
Brushes. 

27. Wire, Fence and Accessories. 

28. Steel Building Products. 

29. Metal Specialties. 

30. Floor Coverings, Tiles and 
Treatments. 

31. Chrome and Plastic Mould- 
ing and Weatherstripping. 

32. Miscellaneous Specialties. 

34. Farm Equipment, Machinery 
and Supplies. 

35. Power Tools. 

41. Useful Information. 


Distributed by Leading Sash 
nationat and Door Jobbers 
throughout the South 


NATIONAL WOODWORKS 
wooDWoRKS Box 5518 Birmingham, Ala. 
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DOLLS LEE TOE 


“Weldwood 
Plywood Paneling 
sure sold 
my houses fast!” 


says Mark E. Scannell, 4 | 
Muscatine, lowa builder Beautiful Oak Plankweld walls like these used 


in the living room of one of the Scannell Real 
Estate Agency homes add that special touch 
which today’s buyers look for. 
“We chose your products,” wrote Mr. Scannell, President of 
the Scannell Real Estate Agency, “and are still using them 
because they give us the kind of construction we can be proud 
of. They give us what we desire in dry wall construction, 
strength, permanent beauty, ease and speed of installation. 
“We started using your products in our smaller homes, 
using Plankweld® throughout with the exception of the kitchen 
and bath. Mahogany Plankweld was used in the living room 
and one bedroom. Birch Plankweld was used in the master 
bedroom. 
“Plankweld was so beautiful . .. so economical . . . so effec- 
tive in selling these smaller homes, we felt that it would also 


be the ideal material to use in our two new larger homes in 
the $25,000 bracket. Plankweld paneling is quick and easy to in- 
“In the other house, we used Birch Plankweld in the living stall. The panels are edge-grooved to provide 
a neat lap joint . . . simple concealed metal 


room. Two of the bedrooms have walls of Weldtex", finished clips hold the panels firmly to the wall. 
natural, and the third bedroom was knotty pine, finished 
natural. 
“We have three houses under construction at the present 
time in which we are planning to use Plankweld in the living 
room of two, with Novoply* painted in soft shades in the bed- 
rooms. In the third house we are planning to use Novoply in 
the living room and paint it in deep green. These houses are 
to be in the $13,000 to $15,000 bracket.” 
Tell your builder customers about Weldwood Plywood’s 
magic in selling their homes. Demonstrate how easily and 
quickly Weldwood Plankweld can be installed. Point out how 
Novoply and Weldtex can add beauty and value to a home 
with time and money savings for the builder. 
Order Weldwood products at one of our conveniently- These lovely soft Weldtex walls made an in- 
located distributing units today. stant hit with home buyers. 


* Trade Mark Registere« 
Patented; other patents pending 


5° WELDWOOD: Plywood 
Manufactured and distributed by 

UNITED STATES PLYWOOD CORPORATION New York 36,N. Y. 

and U. S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 


Branches in Principal Cities ¢ Distributing Units in Chief Trading Areas 
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ASSOCIATION ACTIVITIES 





Carolina Dealers Hear of More Ways to Sell 


DEALERS attending the 30th annual 
convention of the Carolina Lumber 
and Building Supply Assn. learned 
first-hand what other factors of the 
building industry expect in coopera- 
tion and service in the future. 

Some 800 industry members, in- 
cluding 350 retail dealers, convened 
March 17-19 in Asheville. Business 
sessions and exhibits were held in 
the Municipal Auditorium, and social 
functions at the George Vanderbilt 
and Battery Park Hotels. 

At the opening session, a panel 
composed of an architect, builder, 
small contractor, and big contractor, 
and moderated by Dealer W. M. 
Spurrrier of Charlotte, aired their 
“gripes” and praise of the way deal- 
ers do business. 

W. W. Dodge, Asheville architect, 
pointed out that few architects have 
much direct contact with dealers, but 
often depend upon them for keeping 
them posted as to (1) what is avail- 
able, (2) when it is available, and (3) 
the approximate price. Asked his re- 
action to dealers who supply free 
plans and hire their own draftsmen, 


Past-President Scarborough extend- 
ed a hearty handshake to new Presi- 
dent T. A. Roe immediately after 
directors announced their unanimous 
choice to move him up from first 
vice-president. Standing left to right, 
are first V-P Spurrier, Roe, Scar- 
borough, and second V-P Kendall. 
Seated are Secretary-Manager Gar- 
ner and third V-P Wilson. At right, 
Scarborough, Moderator J. M. Wil- 
son, and Gordon Goodson are seen 
at the dealer breakfast, where an in- 
formal round-table discussion of va- 
rious problems continued past 10:30! 
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he commented that such service in 
most areas is legal only for light 
construction in a low-price bracket, 
and that most architects are after 
bigger business. 

Builder George Goodyear, who has 
developed housing projects in several 
parts of the nation, opened his talk 
with a declaration that “the home- 
builder looks to the retail lumber 
dealer first, last, and all throughout 
his operations.” Especially for small- 
er builders, the dealer is a “banker, 
business advisor, architect, and sup- 
plier.” 

To better serve builders, he sug- 
gested that dealers offer materials, 
such as framing lumber, in the exact 
size a project builder wants. This 
would save the builder costs of ware- 
housing, saw man, warehouse man, 
and several laborers. 

“Many builders are looking for 
just such a dealer who will provide 
prompt service, with whom they can 
trade constantly,” he added. He also 
suggested that dealers do a better 
job of introducing new products. 

Discussing one-year warranties on 


 DUNUING MaLeru Vala DooRs 
« Sales Training 
Inter- ~ Relations 


houses, Goodyear encouraged dealers 
to make sure their products are good, 
to help builders shoulder this respon- 
sibility. 

J. K. Anders, a builder in the light 
construction field, pleaded for better 
delivery service, as holding men up 
for lack of materials is more hazard- 
ous for’ the smaller contractor. He 
told how he often sends prospects to 
his dealer friends to look at material 
displays, “Good displays help both 
retailer and builder,” he asserted. 

A larger contractor, Gus Vinroot, 
claimed that occasionally a dealer 
has “sold” his customer on a certain 
material; yet when Vinroot went by 
to pick it up, it was not in stock. He 
also cited instances where dealers 
have described materials to him, 
only to say later that it could be 
delivered “shortly” rather than im- 
mediately. 

“Contractors can afford to pay 
premium prices for premium de- 
livery service,” Vinroot concluded. 

Henry J. Munnerlyn, Bennettsville, 
S. C., dealer and president of the 
National Retail Lumber Dealers 
Assn., gave his fellow retailers 
specific suggestions for better mer- 
chandising in 1953. He urged them 
to make use of the helps manufac- 
turers carefully prepare, to deliver 
only the best materials, not “putting 
better pieces of lumber on top of the 
truck.” 

Don Campbell, Kentucky dealer 
association executive and owner of 
a retail yard himself, gave a chal- 
lenging talk on preserving tradi- 
tional American freedom for indi- 
viduals and business. “Too many 
people apparently prefer ‘security’ to 
opportunity,” he declared. 

One of the best-attended sessions 
was a breakfast for dealers only, 
where they aired individual prob- 


SOUTHERN BUILDING SUPPLIES for APRIL, 1953 





The 4-Fold E=2- UP 


gor! 


wi INSTALLATION 


@ EASY TO OPERATE— OPENS WITH A 
TURN OF HANDLE — CLOSES WITH A 
GENTLE PULL 


@ TROUBLE-FREE 
@ STAYS PUT WHEN RAISED—NO REBOUND 


LOW HEAD ROOM — 10!/2”* 
*Reduces to 6” when low head room 
brackets are used 


GRADUATED HINGE BRACKETS INSURE TIGHT 
FIT WHEN DOOR IS CLOSED 


LAMINATED FIR PANELS — PONDEROSA PINE 
STILES AND RAILS 


Sweet I ONAL 


OVERHEAD GARAGE DOOR UNIT 


for 8 x 7 and 9 x 7 openings 


A Distinguished installation — neat, 
LEFT Pre ee. sturdy, attractive and lasting. 


Rebound check 
when not in opera- 
tion. 


Rebound check 
holding door in 
firm position. 


8-0 x 7-0 E-Z-UP-58 and 59 9-0 x 7-0 


E-Z-UP-58 RAL ee LED 7 Up.59 
Made for 8-0 and 9-0 Wide Openings 


EASY AND QUICK 
INSTALLATION 


FINGER-TIP CONTROL 
PERFECT BALANCE 
TROUBLE-FREE 

HEAD ROOM — 2” 


LAMINATED FIR PANELS — 
PONDEROSA PINE 
STILES AND RAILS 





ENGINEERED EXCELLENCE — NO GADGETS 
TO GET OUT OF ORDER 


Distributed 
through the 
Leading Millwork @ 
Jobbers to the 
Retail Lumber 


Dealer 


© U A & Ey Mitt Wee 
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Other. Thrif-T 
WOODWORK 
for the HOME 


DECORATOR DOORS 
RANCHO 
ROSETA 


* 

Thrif-T WEATHERSTRIPPED 
WINDOW UNITS 
» 

Thrif-T 
CASEMENT UNITS 
e 
Thrif-T PICTURE 
WINDOW UNITS 
e 
Thrif-T 
RIBBON UNITS 
e 
Thrif-T 
BASEMENT UNIT 
e 
Thrif-T 
RANCH-TYPE TRIM 
* 

"4 in" 
ENTRANCE FRAME 
” 

"10 in 1"° 
ENTRANCE FRAME 
+ 
No. 1332 
ATTIC LOUVRE 
e 
MT. VERNON 
MANTEL 
a 
Thrif-T 
"*8 in 1'' MANTEL 
— 

No. 960-R 
CORNER CHINA CASE 
es 
Thrif-T 
WARDROBE 
a 


Thrif-T 
DISAPPEARING STAIRS 





Reach & Musser Ca. 


PLANT and OFFICES #*© MUSCATINE, 
ome 3 
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lems of their businesses. After dus- 
cussing such common problems as 
collecting from slow accounts, mod- 
ernization, and customer relations 
for the better part of the morning, 
delegates decided to “continue” at a 
similar breakfast next year. 

E. B. Wilson, director of public 
relations for NRLDA, explained this 
dealer association’s educational pro- 
gram for better merchandising. He 
also told of a panel of outstanding 
dealers picked to examine advertise- 
ments and give opinions on the best 
approach for lumbermen. 

He announced that his staff is 
examining ad mats provided by 
manufacturers and ad mat services 
to determine how they can better 
fit retail lumber dealers’ needs. A 
panel of outstanding dealers con- 
cluded that an ideal ad had three 
parts—presentation of a main idea, 
such as “Repaint for Spring”; a list- 
ing of services the dealer offered to- 
ward that end, such as decorating 
books, financing help; and a list of 
the products necessary to do the job. 

Mrs. Marie Bennett, secretary- 
treasurer of the Florida Lumber and 
Millwork Assn., explained her 
group’s Self-Insurors’ Plan for work- 
men’s compensation. Arthur A. Hood, 
editor of American Lumberman, 
gave pointers on increasing volume 
and net profits. 

At a directors’ meeting, association 
officers were stepped up, with the 
former first vice-president, T. A. 
Roe of Greenville, succeeding W. F. 
Scarborough as president. W. M. 
Spurrier, Charlotte, moved up to 
first vice-president. J. A. Kendall, 
Florence, to second vice-president. 
Burke E. Wilson, Rural Hall, was 
chosen for the third v-p spot. W. V. 
Groome, Charlotte, was re-elected 
treasurer, and E. M. Garner con- 
tinues as the executive officer. 

New directors are Albert F. Ber- 
rier, Winston-Salem; E. K. Snead, 
Greenwood; Robin S. Kirby, Char- 
lotte; Gordon Goodson, Lincolnton, 
and W. E. Tillotson, Hartsville. 

The lighter side of the convention 
included a buffet dinner Wednesday 
night and a banquet Thursday night, 
with youthful ballad singers and the 
Countess Maria Pulaski as guest 
entertainers. Outgoing President 
Scarborough received a silver tray 
and four goblets in appreciation of 
his service. 

During the dealer convention, 
members of the Carolina Lumber 
and Material Salesmen’s Exchange 
held their annual meeting. 

W. W. Kendall, Charlotte, was 
chosen new president. Elected first 
vice-president was C. V. O’Brient, 
Greenville; second v-p, Z. W. (Bob) 
Grooms, Charlotte, and secretary- 
treasurer, Ear] Stradtman, Columbia. 
New directors are Robert Cowles, 
O. J. Pender, Ira Triplett, and Bill 
Smith. 

Bill Spencer, a retail dealer from 
Gastonia, was guest speaker. 
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Forums on Distribution, Credit, and 
Sales ideas Stimulate Tennesseeans 


NEW. TESTED IDEAS for selling 
more merchandise and operating 
lumber yards more profitably were 
heard by some 225 people in attend- 
ance at the 28th annual meeting of 
the Tennessee Building Material 
Assn. at Gatlinburg, March 25-26. 

In the third forum, moderated by 
Jack McCarthy, secretary of the IIl- 
inois Lumber and Material Dealers 
Assn., industry spokesmen agreed 
that many of the complaints about 
irregular or unethical distribution 
would be overcome if manufacturers 
and distributors published and fol- 
lowed individual statements of dis- 
tribution policy. 

Don A. Campbell, Kentucky Re- 
tail Lumber Dealer Assn. executive 
vice-president and a retail dealer in 
Lebanon, declared that “too many 
manufacturers, jobbers, and retailers 
have been volume wise but profit 
foolish” in by-passing the normal 
channels of distribution. 

Campbell said that “when skies 
are fair is the best time to prepare,” 
pointing out that the real-estate 
boom is old, costs are rising, and 
competition is stiffening. It will be 
increasingly necessary from now on 
for all distributors to have trained, 
well paid employees, to provide full 
service, and to offer credit terms to 
consumers if “we are to overcome 
consumer resistance and over-anxi- 
ous competition,” he advised. 

Speaking for jobbers and whole- 
salers, Carl Justice, Knoxville branch 
manager of the U. S. Plywood Corp., 
read his firm’s sales policy and ex- 
plained that distributors must keep 
balanced inventories, provide good 
delivery service and_ reasonable 
credit, and assist dealers in making 
more and larger sales, to succeed 
and justify their existence. 

Representing manufacturers, C. W. 
Fisher, Atlanta district manager of 
the U. S. Gypsum Co., declared that 
“it is our policy to sell only to build- 
ing material dealers. We describe a 
dealer as a place of business open to 
the consuming trade during normal 
working hours, maintaining adequate 
warehouses, trucks, and personnel to 
serve the consumers, and to be ac- 
cepted in his community as a build- 
ing material dealer.” 

Fisher said “it is the duty of the 
manufacturer to help create the de- 
mand for his materials, through ex- 
tensive advertising and an energetic 
sales organization. We can offer co- 
operative advertising, samples, liter- 
ature, displays, merchandising pro- 
grams, and conduct trade-factor 
meetings on specific products and 
most manufacturers offer these serv- 
ices to their customers. But it is up 
to the dealer to take full advantage 
of them and fit these helps into his 
plans.” 


Participating in the opening forum 
on new sales promotion ideas were 
Maurice R. Large, Farmville, Va., 
retailer and past-president of the 
Virginia Building Material Assn.; 
J. W. Zuber, Atlanta, Ga., whole- 
saler-jobber, and Gerry Hoppe, In- 
sulite sales promotion manager. 
Donald L. Moore, editor of SOUTHERN 
BUILDING SUPPLIES, was moderator. 

“Expanding Credit Sales Profit- 
ably” was the theme of the third 
forum, with C. T. Parsons, Southern 
Lumber Journal editor, as modera- 
tor. Dealer William E. Hodges, of 
Morristown, described his methods 
of selling materials on long and short 
terms. B. T. Bartlett, Knoxville bank 
officer, explained his firm’s policies 
and experience in financing home 
mortgages and improvements under 
FHA loan insurance. 

William C. Walkup, executive of a 
Knoxville building and loan firm, 
told how they had made FHA Title 
1-Section 8 loans for low-cost houses 
outside urban areas. He said the 
newly allowed 0.5 per cent for serv- 
ice charge had made these loans 
more attractive to loan companies. 

E. S. Egge, Birmingham, Ala., 
branch manager for allied Building 
Credits, Inc., said that monthly terms 
on home improvements and ma- 
terials, when well advertised and 
promoted by the dealer, would sub- 
stantially increase sales and profits. 

In a preliminary report on the 
Tennessee 1952 Cost of Doing Busi- 
nes Survey, W. C. Henry, of the Uni- 
versity of Tennessee, summarized as 
follows: Sales volume—65% dealers 
showed average 5% decline from ’51. 
Average sales, $385,000 for 1952. Ac- 
counts receivable — 60% dealers 
showed 4% increase, with accounts 
total averaging $57,000. Net profit— 
about 4% in ’52; 5% in ’51. 

Because the new administration 
believes in free enterprise, “business 
will be what we make it in 1953,” 
Edward H. Libbey, secretary of the 
National Retail Lumber Dealers 
Assn., asserted. 

“The less industry requests from 
Washington, the less it will be sub- 
ject to Federal controls. We must stop 
looking to Washington for help, be- 
cause we get less than we do by 
depending upon state and local ex- 
penditures and efforts,” Libbey ex- 
plained. 

Forty lumbermen were initiated 
into the Hoo-Hoo fraternity. 

Elected new members of the as- 
sociation board of directors for three- 
year terms were Ernest Brink, 
Lawrenceburg, 7th district; E. W. 
Gunter, Shelbyville, 5th district; Will 
G. Best Jr., Memphis, 10th district; 
Wheeler Hollingsworth, LaFollette, 
at large; and Thomas P. Stephens, 
Nashville, at large. 
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The Wise builder knows that 
wider shakes cost less to apply 


It’s important to lumber dealers that the average width of the cedar shakes in a carton is a 
mighty essential factor to their Builder customers. When an applicator drives two nails in 
each shake®, it just naturally takes fewer nails, fewer hammer strokes, less time . . . when he 
uses shakes that have a generous average width. He covers more wall area with less effort, 
saves labor time and money . . . gets a better-looking wall for the money. You get a better 
satisfied customer, more repeat sales when you stock Fitite Shakes. 


We take the time, the trouble, and spend the money to screen out the narrow, hard-to-use 


shingles before they ever get to the Fitite Shake machines. How do we use the narrow stock? 
Sure, we use it to supply you with colorful sample fans, so you get a double benefit from our 
policy of giving the builder the extra value of wider shakes. Sound sensible? You try ’em. 
Compare Fitites for width, for color, for customer satisfaction. You'll be glad you did. 


WHOLESALERS ATTENTION: If you are interested in the sale and distribution 
of our quality line of pre-stained shakes, write immediately to: 


*On Fitites wider than 8”, 
space nails 4” apart. COLONIAL CEDAR COMPANY, INC. 


600 WEST NICKERSON STREET, SEATTLE 99, WASHINGTO~ 
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Ability to Sell American Output Is 
Big Challenge, Mississippians Hear 


“THE FUTURE of America depends 
upon our ability to sell the products 
that our national industry is pro- 
ducing at a greatly expanded rate,” 
members of the Mississippi Retail 
Lumber Dealers Assn. were told at 
their 27th annual convention in 
Jackson by Gene Flack, sales counsel 
and advertising director for Sun- 
shine Biscuits, Inc., New York. 

“If we can do this, the country will 
remain prosperous, people will be 
kept busy, and payrolls will remain 
steady,” Flack asserted at the ban- 
quet attended by over 500 persons 
in the Hotel Heidelberg, March 11-12. 

Erle Racey, secretary-manager of 
the American Wood Window Insti- 
tute, explained how this organization 
through operation of the certified 
performance program for wood win- 
dow units is “overcoming the black 
eye received through the use of in- 
ferior lumber and workmanship on 
the part of some manufacturers.” 

Racey emphasized the fact that 
metal window manufacturers in 
many cases don’t recognize the same 
channels of distribution as do the 
wood millwork people, who move 
the bulk of their output through 
retail lumber yards. 

Speakers at the two luncheon ses- 
sions appraised the industrial growth 
and opportunities ahead for the 
South. Dr. J. L. Brakefield, of the 
Liberty National Life Insurance Co., 
Birmingham, Ala., spoke on “The 
New South.” Dave Livingston, of 
Washington, Iowa, billed as “Ameri- 
ca’s funniest farmer,’ discussed 
“Bread, Butter, and Baloney.” 

Other speakers included State 


Forester Jim Craig; Gerry Hoppe, 
Insulite sales promotion manager; 
Gates Ferguson, Celotex advertising 
director; Howard O’Brien, trade pro- 
motion manager for the Southern 
Pine Assn., who exhibited the color 
motion picture, “Sound of America.” 

The exhibits of 43 companies over- 
flowed the meeting room into the 
Victory Lounge of the hotel. 

Three new members were elected 
to the Steering Committee. L. P. 
Marshall, of Sumner, replaced R. C. 
Stockett, of Jackson. Eddie Thor- 
burn, of Magnolia, succeeded W. L. 
Solomon, of Belzoni. A. S. Gilbert 
Jr., of Yazoo City, replaced L. C. 
Gilbert, of Jackson. The latter was 
chosen chairman of the Membership 
and Finance Committee. 

New directors include W. A. 
Hunter, of Inverness; H. S. Prosser, 
of McComb; C. L. Lindsey, of Stark- 
ville, and J. R. Galyean Jr., of 
Corinth. 

The 1954 convention for Missis- 
sippi dealers will be held April 14- 
15 in Biloxi. 


TECO Directors 
Re-Elect Uh! and Bodine 


T. Lincoln O’Gara, vice-president 
of the Weyerhaeuser Sales Co., was 
elected to the board at a recent 
meeting of directors of the Timber 
Engineering Co. 

Re-elected officers include Leo V. 
Bodine, chairman; Harry G. Uhl, 
president; Richard G. Kimbell, vice- 
president; Leonard G. Carpenter, 


NEW OFFICERS of the Mississippi Retail Lumber Dealers Assn. were all 
smiles following their election in Jackson last month. From left, the trio 
includes T. A. Rigdon, of Forest, president; M. L. Sandy, of Corinth, first 
vice-president: and Sam Simmons, of Grenada, second vice-president. E. B. 
(Ted) Lemmons, of Jackson, continues as secretary-treasurer. The firms 
with which these officers are connected are: Higdon, Builders Hardware 
and Supply Co.; Sandy, Corinth Planing Mill Co.; Simmons, City Lumber Co. 
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RECEIVES OLA PLAQUE 


Dale Carter, left, was presented 
this hand-made silver inlaid 
plaque at the seventh annual 
meeting of the first district of the 
state dealer association in Tulsa. 
The plaque names him president 
of the Oklahoma Lumbermen’s 
Association—1952. He is seen here 
with King Dickason, president of 
the Dickason-Goodman Lumber 
Co. in Tulsa. 


treasurer; Mary Ahern, assistant 
treasurer, and Ralph G. Gloss, sec- 
retary. 

The board members include J. R. 
Bemis, C. Arthur Bruce, M. L. 
Fleishel, A. J. Glassow, Earl Hous- 
ton, Charles W. Ingham, Ralph R. 
Macartney, Earl McGowin, Chester 
B. Stem, John B. Veach, and R. C. 
Winton. 


New Houston Leaders 


The Houston Lumber Women 
elected new officers at a recent meet- 
ing, choosing Mrs. N. A. Bryson as 
president. 

Other officers are Mrs. John Cox 
Jr., first vice-president; Mrs. P. B. 
O’Donnell, second vice-president; 
Mrs. William Russell, recording sec- 
retary; Mrs. William Allison, cor- 
responding secretary; Mrs. Malcolm 
McCulloch, treasurer; Mrs. G. M. 
O’Donnel, historian, and Mrs. Wil- 
liam Bryson, parliamentarian. 


Largest Coliseum Has 
Enameled Steel Walls 


The new Livestock Coliseum of 
the State of Alabama, said to be the 
largest reinforced concrete coliseum 
in the nation, will have 16,000 square 
feet of exterior wall panels of porce- 
lain-enameled steel. 

According to Seaporcel Metals, 
Inc., maker of these architectural 
enameled products, this is the first 
application of its kind. 

Each of the steel panels has a 1”- 
thick Celotex insulation backing for 
rigidity. Panels are made of 16- 
gauge enameling iron. 
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Match this kind of backing...if you can! 


ASPHALT SHINGLES 
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Barrett offers you the greatest all around promotion program in the Roofing industry! 


Barrett provides the hard-hitting support that helps you 
build greater profits from roofing sales. 

Just look at some of the sales aids included in Barrett’s 
promotion program: 
* Dramatic window and counter displays in full color. 


* Ingenious 3-dimensional slide films which bring the Barrett 
shingle line right to customers’ eyes. 


* Newspaper mats and electros for local advertising. 
* Impressive personalized business stationery and forms. 
* Permanent and portable samples. 


* Shingle Buyer’s Guides and presentations for show-room 
and soliciting use 


* Mailing pieces and post-cards to arouse potential customers. 
* Outdoor signs for your buildings and for job use. 


.. these and many more — all working to bring you cus- 
‘omers. 


And Barrett 


tisements n 
in beauty 
stress the 


Barrett deal 


If you are 


get greater |} 
fine building 


Building 


not 
10t 
TY 


support does not stop there! National adver- 
ke homeowners conscious of the value, both 
protection, of a new Barrett roof. They 
rtance of purchasing from recognized 
rs—for application by Barrett Roofers. 
yet tied in with Barrett— ACT Now! You 
fits when you handle Barrett—famous for 
iterials for almost a century. 


ir business...is the business of 


BARRETT DIVISION 
ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N.Y. 

205 W. Wacker Drive, Chicago, Ill. 
36th St. & Gray's Ferry Ave., Philadelphia 46, Pa. 
1327 Erie St., Birmingham 8, Ala 
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“Dean” Mitchell Honored for 25 Years’ Service 


HARRIS MITCHELL was honored 
for his 25 years of service as secre- 
tary-manager of the Virginia Build- 
ing Material Assn. at the recent con- 
vention in Roanoke. In the picture 
above he is seen receiving a silver 
tray from Treasurer Craige Ruffin, 
left, as Mrs. Mitchell beams proudly. 

The “dean of Southern association 
executives in the building material 
industry,” Mitchell completed his 
25th year as secretary-treasurer of 
the association last November. Dur- 
ing that quarter of a century, he 
has led the association’s members 
through the perils of “floor prices” 
in depression years and “ceiling 
prices” of war years. 

Commenting on business changes 
during that time, Mitchell said that 
“25 years ago a man could retail 
most of his earnings, and so could 
business. 

“But last year one of our mem- 
bers told me he was working for 
18c dollars—paying 82 per cent of 
each profit dollar in Federal taxes. 


Kansas Convention to 
Stress Selling Methods 


Gordon Lawler, of American Lum- 
berman, will lead off at the 1953 
Kansas Lumbermen’s Association 
convention with a talk on merchan- 
dising. Members will convene at the 
Lamer Hotel in Salina, April 22-23. 

Fred Sharp, Kansas University ex- 
tension service, will cover “Tech- 
niques of Selling.” 

J. W. Wakefield, Allied Building 
Credits, will give pointers on home 
improvements and loans. William J. 
Salmon, Building Supply News, will 
speak on “More Sales with Better 
Displays.” A sound-slide film, “How 
to Display for Profit,” will follow. 
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But this year he deliberately cut 
back his volume $250,000 to stop 
that.” 

Mitchell was chosen to lead the 
association at a meeting of the board 
of directors in Lynchburg, in 1927. 
Board members Fred W. Kling, John 
H. Rosenberger, L. C. Smith, W. 
Albie Barksdale, and J. Gordon 
Payne still are in business and are 
active association members. 

At that time, some of the associa- 
tion’s 70 members were starting 
businesses on the proverbial shoe- 
string. But most members realized 
that “know how” was their real 
capital and stuck with the group to 
make it one of the most active in 
the nation today. During President 
L. R. O’Hara’s administration in 
1951-52, membership rose to 400. 

Born at Fancy Gap, Va., February 
1, 1899, Mitchell was educated at 
Fairview School in Hillsville; Na- 
tional Business College, Roanoke, 
and National Institute for Com- 
mercial and Trade Organization 
Executives, Northwestern University, 
Evanston, III. 

Before becoming VBMA manager, 
he had taught school and worked as 
a stenographer, Army clerk, sales- 
man, and administrator of the NRA 
Code of Fair Competition for the 
retail lumber, lumber products, 
building materials, and _ building 
specialties trade for Virginia. 

He is a 32-degree Mason, Shriner, 
and Knight Templar. Taking his 
secretaryship seriously, he is a di- 
rector of the American Trade As- 
sociation Executives and the Na- 
tional Retail Lumber Dealers As- 
sociation, and member of Hoo-Hoo 
Club 123 and the Washington Trade 
Association Executives. He _ also 
serves aS a member of the board 
of stewards, Boulevard Methodist 
Church; American Chamber of Com- 


merce Executives, Chamber of Com- 
merce, and 90 and 9 Breakfast Club. 

In 1929 he married Thestle Re- 
beckah Stanley. They have three 
children—George, 22, Robert, 17, and 
Caryl, 15. 





Get Set to Gol 











SOUTHERN Pine Assn.: April 8-10, 
Roosevelt Hotel, New Orleans, La. 
ARKANSAS Assn. of Lumber Deal- 
ers: April 8-9, Hotel Marion, Little 
Rock. 

SOUTHEASTERN Lumbermen’s 
Club: spring meeting, April 13-14, 
Bon Air Hotel, Augusta, Ga. 
FLORIDA Lumber and Millwork 
Assn.: April 16-18. Sherry Frontenac 
and Monte Carlo Hotels, Miami 
Beach. 

TEXAS, Lumbermen’s Assn. of: 
April 19-21, Municipal Pier, Galves- 
ton. Exhibits. 

KANSAS Lumbermen’s Assn.: April 
22-23, Lamer Hotel, Salina. 
SOUTHERN Woodwork Assn.: spring 
meeting, April 27-28, Jung Hotel, 
New Orleans, La. 

NATIONAL Retail Lumber Dealers 
Assn.: spring meeting, May 4-6, 
Shoreham Hotel, Washington, D. C. 
SOUTHERN Sash and Door Jobbers 
Assn.: June 1-3, Olympic Hotel, Seat- 
tle, Wash. 

SOUTHERN Wholesale Lumber 
Assn.: May 22, Tutwiler Hotel, Bir- 
mingham. 


Sales Aids and Ads on 
NRLDA Meeting Agenda 


Something new will be added to 
the agenda for the 1953 spring meet- 
ing of the National Retail Lumber 
Dealers Assn. at the Shoreham Hotel 
in Washington, D. C., the week of 
May 3. 

Following the Sunday Executive 
Committee meeting, a special “Man- 
agement Conference” for dealer-di- 
rectors, their alternates, and other 
dealers will be held all day Monday. 
Subjects to be discussed include a 
retail lumber merchandising calen- 
dar, analysis of manufacturers’ ad- 
vertising, and mat service aids for 
dealers. 

Executive Committee members 
will hold district meetings Tuesday 
morning. The Public Relations and 
Standards committees will meet 
simultaneously. 

The NRLDA board will convene 
Tuesday afternoon to hear an address 
by Albert Cole, new administrator 
of the Housing and Home Finance 
Agency. The board will continue in 
session all day Wednesday. 
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REYNOLDS Lifetime ALUMINUM 
GUTTERS AND DOWNSPOUTS 
Rustproof permanence and stain- 
free beauty at low price! 5” Ogee 
and Half-round, smooth or stippled 
finish. Also 6” industrial Half-round. 
Slip-joint connectors—no soldering. 
Complete accessories. 


The 
package 
that 
makes 
insulation 
a Traffic 


REYNOLDS ALUMINUM 
REFLECTIVE INSULATION 


Lay this box flat and you’ve got 250 square feet of high efh- 


ciency insulation in scarcely more than one square foot of space. 
Roll out a few feet of that gleaming, handsomely embossed 


aluminum foil—or use Reynolds handy display—and you've got 
a real shopper-stopper. Now, tell your customer he can walk 
right out with enough of those 15 Ib. rolls to do his attic... 


do it himself on his day off. Quote him the price...so much 
less than most bulk insulations! Show him how easy this is 
to put up, how clean to handle. Tell him the amazing story of 
radiant heat reflection...interiors up to 15° cooler, winter 
fuel bills slashed... perfect vapor barrier too! Then wrap up 
the deal with sale or rental of stapler, and an extra sale on 
staples. What a business! Mail coupon for more information. 


Reynolds Metals Company, Building Products Division, 
Louisville 1, Kentucky. 


REYNOLDS Lifetime ALUMINUM 
NAILS. Rustproof, non-staining. 
Nearly three times as many nails 
per pound. In handy boxes and 
fibreboard kegs. 


25”, 33” and 36” wide— 
Foil on two sides (Type B), 
On one side (Type C). 


REYNOLDS Lifetime ALUMINUM 
FLASHING. Display carton of ten 
18” by 4’ sheets makes this a quick- 
selling take-home item. Also in rolls 
and flat sheets. 


Reynolds Metals Company, 2026 So. Ninth St. 
Louisville 1, Kentucky 

Please send me full information on 
[_] GUTTERS AND DOWNSPOUTS 
{| REFLECTIVE INSULATION 


(C0 NaILs 
(J FLASHING 


REYNOLDS ALUMINUM 


SEE "MISTER PEEPERS,” starring Wally Cox, Sundays, NBC Television Network. HEAR “Fibber McGee and Molly,” Tuesdays, NBC Radio Network. 


APRIL, 1953 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 


73 





Balcom Elected by 
Louisiana Dealers 


Harry V. Balcom, of Bossier City, 
was chosen new president of the 
Louisiana Building Material Dealers 
Assn. at the opening business session 
of their 33rd annual convention 
in New Orleans March 17-19. 

Other new officers include Shelby 
Hill, Monroe, first vice-president; 
Ivan Foley, New Orleans, second 
vice-president; George E. Knopp, 
New Orleans, treasurer; R. Needham 
Ball, Baton Rouge, executive vice- 
president, and Katherine F. Ball, 
secretary. 

Directors are Balcom, Hill, Foley, 
and Joseph A. Eagle Jr., Lake 
Charles; Ronald A. Coco, Baton 
Rouge; Sam Stone, New Orleans, and 
John Spreafico, Lafayette. 

In his opening address, out-going 
President J. Morton Myatt requested 
members to go on record as favoring 
“no immediate demand for cuts in 
income taxes other than elimination 
of the excise corporation tax.” He 
added that “research by private 
capital is the key to success of any 
expanding industry.” 

H. R. (Cotton) Northup, executive 
vice-president of the National Retail 
Lumber Dealers Assn., Washington, 
D. C., told dealers that if business- 
men want a reduction in the Federal 


NEW OFFICERS of the Louisiana Building Material Dealers Assn. are 

seen above at the New Orleans convention following their election. 

Seated are Harry V. Balcom, left, president, and Shelby Hill, first vice- 

president. The standing trio are, left to right, R. Needham Ball, execu- 

tive vice-president: Mrs. Katherine F. Ball, secretary, and Ivan Foley, 
second vice-president. 


budget, they must ask Washington 
for less financial aid. “The more we 
ask for anything, the more controls 


we are going to get,” he added. 
“The per-capita income in the 
United States is greater than in any 








bite For Literature ané Prices Today! 


74 APRIL, 1953 


(VERDASTOAL 
f? 


BOX 1072, YOUNGSTOWN 1, OHIO 


inn Marine and bbeadd. 


.. + Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





New way to increase profits 
on asbestos-cement shingle jobs! 


New Shingle-Backer System for applying asbestos- 
cement shingles to Insulite Sheathing increases 
your bill of materials, gives builders better 
construction, yet costs no more applied (in some 
cases $2.53 per sq. less) than ordinary method! 











Aseesrtos SHINGLE 


// A ‘S HINGLE-BACKER 


Vidiihldtdiddla 


/nsutiTeE SHEATHING 
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KecutaR GROOVED 
Aseestos SHINGLE Nait 8d galv. 


box nail 








Here’s how this new system works. First 
ulite Sheathing. Since one carpenter 

eath 1,000 sq. ft. in 8 hours or less, cus- 

; save sheathing time. They also save cost 
plying building paper because Insulite 
Sheathing is waterproofed throughout with 


Next, apply 1134” Shingle-Backer and as- 
bestos-cement shingles. Self-aligning system. 
No special nails or fasteners needed. Increases 
shingle exposure from customary 1014” to 11” 
bi rah aa ; 2s 5% greater shingle coverage. Cush- 
See how your customers can ‘‘glamorize’’ asbestos- oe ioned base reduces impact breakage. Features 
cement sidewalls! Insulite’s new Shingle-Backer Sys- | like this make system quick to catch on. 
tem provides that attractive shadow-line that makes i 
asbestos-cement jobs look richer, more expensive. Yet 
this better-built, better-looking sidewall costs no more 
(and in some cases up to $2.53 per sq. less) than asbes- 
tos shingles applied over wood sheathing! 





Write today for complete informa- 
tion! See how you can increase sales 


—help customers cut costs with this It will pay you to sell 


new Insulite Shingle-Backer System. 
si INSULITE DIVISION, Vi SULT y E. 
cern Minnesota and,Ontario Paper Company, 


Semenpelts 2, ananste Made of hardy Northern vooa 


ok 
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other country in the world,” asserted 
Larry C. Hart, pointing out dealers’ 
potential markets. He traced the 
growth of American inventions and 
their roll in expanding our economy. 
Hart is vice-president for relation- 
ships of the Johns-Manville Corp., 
New York City. 

Gerry F. Hoppe spoke on “Lucky 
You—Four Leaves to Profit.” He is 
sales promotion manager of the In- 
sulite division of the Minnesota and 
Ontario Paper Co. 

A highlight of the convention — 
attended by some 470 dealers, manu- 
facturers representatives, and guests 
—-was a panel discussion. Answering 
questions were Speakers Northup, 
Gavin, Hart, Hoppe, and Dealers 
Thomas Long, Ivan Foley, Ronald 
Coco, Robert Carson, and F. G. Brost. 


Plan Wallpaper Institute 


Greater individual attention for 
each student is the aim of the stu- 
dent committee in planning the 1953 
National Wallpaper Training Insti- 
tute. 

This training institute for dealers’ 
salesmen will be held on the Uni- 
versity of Houston, Tex., campus, 
September 7-11. 


Texas Dealers to Study ‘Human Relations’ 
at Annual Convention in Galveston 


Texas Governor Allan Shivers and 
Don Campbell, executive vice-presi- 
dent of the Kentucky dealer associa- 
tion, will make the principal ad- 
dresses Monday, April 20, at the first 
session of the three-day convention 
of the Lumbermen’s Assn. of Texas 
in Galveston. 

Campbell will speak on “The Obli- 
gations of Citizenship.” 

Dr. Willis Tate, vice-president of 
Southern Methodist University, will 
be the lead-off speaker for Tuesday’s 
program. His topic is “Effect of Cul- 
ture on Human Relations.” 

Following Dr. Tate, SMU’s Dr. 
A. Q. Sartain will cover “Leadership 
of Workers in a Democratic Society.” 
Dr. Tate will speak again in the 
afternoon on “The Power of Social 
Attitudes,” and Dr. Sartain on “Gain- 
ing Cooperation of Workers.” 

C. H. Shumaker, director of the 
Institute of Building Material Dis- 
tribution, will present a case study 
demonstration. 

Following the afternoon speeches, 
dealer-delegates will have an op- 
portunity to ask questions and par- 
ticipate in a panel discussion. The 


panel will consist of Shumaker, Dr. 
Tate, Dr. Sartain, and the Texas as- 
sociation president. Gene Ebersole 
will serve as moderator. 

The Southern Pine Assn: will 
show a new movie. 

The Panhandle Plains Hoo-Hoo 
Club will act as hosts for a stag 
party, to follow a big concatenation 
at 2:29 Monday afternoon. 


Head Shenandoah Group 


Members of the Shenandoah Val- 
ley Material Assn. held their second 
annual banquet in Elkton, Va., 
March 17. 

Officers include C. T. Riddel, 
president; K. Monger, vice-president; 
D. Randolph Flory, secretary-treas- 
urer. These and H. H. Newman and 
Howard Mason comprise the di- 
rectors. 

Harris Mitchell, secretary-manager 
of the Virginia Building Material 
Assn., was master of ceremonies and 
principal speaker at the banquet. It 
was attended by 80 building material 
salesmen. 
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Check these outstanding FULLER advantages. They 


mean more profitable . . 


business for you. 


@ Popular Low Prices 
@ Light Weight 


. more satisfactory door 


and Distributors 


@ Beautiful Veneers and 
Workmanship 


@ Sturdy Strength and Durability 
@ Guaranteed Quality 


Construction 


THE T. C. FULLER PLYWOOD COMPANY, INC. 


LAUREL, MISSISSIPPI 


Send price information and descriptive literature TODAY! 
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@ Sold Only Through Jobbers 


FLUSH DOORS 
Samous for Quality 
THE T. C. FULLER 


PLYWOOD COMPANY, Inc. 


LAUREL, MISSISSIPPI 
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DEALERS inthe NEWS 





NORTH CAROLINA 


MOUNT HOLLY: Seth Building 
Supply, Inc., has opened a branch 
here on East Central avenue. Incor- 
porators are the same as for the 
parent firm in Lincolnton—Thomas 
H. Howard, Harry L. Hartman, and 
Gordon L. Goodson. Howard will 
manage the new store. 


RALEIGH: The Blair-Roush Corp. 
has opened a $138,000 concrete batch- 
ing plant near here. Milton Roush 
is president and Harry Blair is sec- 
retary-treasurer. 


MISSOURI 


BUCKNER: New manager of the 
Russell yard here is Paul Gibson. 
He has been assistant manager of 
J. B. Russell, Inc., in Cameron for 
10 years. 


MARYVILLE: The Goodson Lum- 
ber Co., Ravenwood, has taken pos- 
session of the former Parnell Lumber 
Co. The local yard now is known as 
the Goodson Lumber Co. William 
Walker continues as manager for the 
new owner. 


CARL JUNCTION: The Carl Junc- 
tion Lumber Co. has added another 
large lumber shed, 16 feet wide and 
104 feet long. The firm plans to add 
a 20x40-foot cement and plaster 
room. 


LAMAR: This city’s fourth lumber 
yard, the Community Lumber Co., 
held its grand opening on March 7. 
The four partner-owners include 
Manager Clyde Wiseman, Bud Moore, 
Paul Kidwell, and Rudy Schreiner. 
The yard is located on W. Twelfth St. 


LOUISIANA 


COVINGTON: T. E. Brunning Sr., 
of the Brunning Lumber Co., re- 
cently was named “Outstanding 
Citizen of 1952.”” He was honored at 
a Lions Club banquet. 


BASTROP: Joe J. Turpin was 
named chairman of the 1953 Red 
Cross drive for Morehouse parish. 
He is manager of the Terzia Lumber 
Co. here. 


MONROE: The Charles Building 
and Supply Co. has been granted a 
charter of incorporation, with capi- 
tal stock listed as $50,000. 


MINDEN: The Roy O. Martin 
Lumber Co., Alexandria, La., has 
purchased the stock and fixtures of 
the Minden Building and Supply Co. 
and changed the name of the firm 
to the Howard Lumber Co., Inc. The 


Martin firm operates other retail 
yards in Alexandria, Natchitoches, 
Lake Charles, Lafayette, and Ope- 
lousas. 


PINEVILLE: C. L. (Squeeky) 
Walker has been appointed manager 
of the Builders Lumber and Supply 
Co. here. He succeeds the late Robert 
L. Till. 


KENTUCKY 


PINEVILLE: Clyde Gibson, build- 
ing supply dealer here, recently was 
elected president of the Kentucky 
Hardware Association. 


COVINGTON: The Lewin Lumber 
Co. here, of which Herman F. Thielen 
was manager, has sold out its stock 
and liquidated the business. 


SOUTH CAROLINA 


LAURENS: The W. and L. Con- 
crete Co. has been chartered to sell 
ready-mixed concrete and _ other 
building materials. W. W. Ledford 
is president. 


CHERAW: With capital stock of 
$3,000, Harold Markham has _in- 
corporated a new company here to 
deal in general building supplies, 
Builders Supply, Inc. 


TEXAS 


PARIS: J. R. Fry and his son, 
Harry, partners in the Fry Lumber 
Co., recently held “open house” to 
call the public’s attention to their 
new display and office space. The 
affair was held on the firm’s seventh 
anniversary. 

SILSBEE: The Buck Jones Lum- 
ber Co. opened in its new building 
on Highway 96 recently. It is owned 
by four Jones brothers — A. N. 
(Buck), J. D., L. B., and H. M. 
(Dusty). J. D. and Buck are active 
managers of the new firm. 


BEAUMONT: Because the Howell 
Lumber Co. requires too much of 
his time, Homer V. Howell an- 
nounced his plans to retire from the 
school board. He was first elected in 
1949 and served as chairman of the 
board’s building and grounds com- 
mittee. 

COLUMBUS: J. L. Drymalla open- 
ed the Drymalla Lumber and Con- 
struction Co. here recently. He also 
operates a contracting business here. 

ANDREWS: The local yard of the 
Western Lumber Co. has been pur- 
chased by Charles Roberts Jr., J. R. 





Smart Builders 
Cut Costs With 


FRAMES 


One-Piece 

Frame for 

Any Type 
Construction 
Completely assem- 
bled—ready to in- 
stall—nothing else 
to buy! For brick, 
block or frame; all 
Metal Window In- 


stitute stand- 
ard sizes. 


FOR Bun pings ARSE OR SMAL 


FRAMES Fit THEM ALL 7 


Installation 


Set ONE-DER Metal Frames in place, 
level up and installation is complete. 
No finish carpenter labor! And pre- 
priming means less painting! 

For Further Details see Sweet's File 15a/On and 16b/On 


Order TODAY from your dealer, listed in Yel- 
low Paces of Telephone Directory, or write— 


ONE-DER FRAME 
Corporation 


P.O. Box 3068—Birmingham 6, Ala. 
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Which one 
will they want... 


Day after day, customers come in 
for one or more of these hardware 
products. Build your sales around 
the Cortland Brand line. Specify 
Cortland Brand next time you or- 
der from your jobber. 


BRAND 
INSECT WIRE SCREENING 
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BRAND 


HARDWARE CLOTH 
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WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 





Bills, and J. A. Ullmer. It is now 
being operated by them as Shafter 
Lumber and Supply. Bills, who man- 
aged the yard for five years for the 
Tyler company, continues as man- 
ager... . Jack Perryman has opened 
another dealership here, the An- 
drews Builders Supply. It occupies 
a former grocery store building at 
319 W. Broadway. 


DALLAS: With 30 years’ experi- 
ence in the building field, Roy Mer- 
rit has been promoted to general 
manager of the Wilcox Lumber Co. 
at 4611 Cole Ave. here by President 
J. M. Wilcox Jr... . Everett E. Knott, 
formerly associated with the Lone 
Star Cement Co., has been named 
vice-president and general manager 
of the Texcrete Co. here. For the 
parent firm, Knott will continue to 
serve as sales manager for the Dallas 
Lightweight Aggregate Co. and the 
Texas Lightweight Aggregate Co. at 
Eastland. 


CORPUS CHRISTI: Herbert H. 
Dickehut Jr. has succeeded his father 
as general manager of the Texcrete 
Co. here. Young Dickehut formerly 
served as plant manager for the 
Acme Concrete Pipe Co. here. His 
father has been named special con- 
crete pipe consultant by Texas In- 
dustries, parent company of Texcrete. 


SILSBEE: A. E. Johnson, former 
state highway resident engineer, has 
established a new firm here, the East 
Texas Transit Mix Concrete Co. 


WACO: Lee Lockwood, founder 
and head of the Waco Lumber Co. 
and several other local firms, has 
been appointed a member of the 
board of regents of the University 
of Texas. Long a top leader in Ma- 
sonry and the Shrine, Lockwood 
was the subject of a half-page fea- 
ture in the Waco News-Tribune re- 
cently. In the “Portrait of a Wacoan” 
column, the feature was headed “Lee 
Lockwood: a Civic Leader with More 
Irons in the Fire Every Day.” 


ANGLETON: R. E. Ross, partner 
with A. E. Hervey in the firm, has 
assumed the -managership of the 
Brazos Lumber Co. here. 


AUSTIN: Lumberman W. S. Drake 
Jr. is completing his second two- 
year term as mayor of Austin and 
soon will retire after having led in 
a successful revision of the city’s 
charter. He plans to resume active 
management of the Calcasieu Lum- 
ber Co. 


ARKANSAS 


BENTONVILLE: The Mitchell 
Lumber Co. has opened a lumber 
yard here at 203 S. Main St. Manager 
is A. E. (Andy) Mitchell Jr., Uni- 
versity of Arkansas graduate. The 
senior Mitchell manages the main 
yard in Rogers. 


MISSISSIPPI 


HANDSBORO: The Bailey Lum- 
ber and Supply Co. celebrated its 
second anniversary with a week-long 
sale of many building materials. 
A large newspaper advertisement 
showed pictures of Manager S. R. 
Bailey and Assistant Manager James 
Hagin, introducing them to new 
customers. 


NATCHEZ: The Natchez Lumber 
and Supply Co. has added a complete 
paint department. According to Man- 
ager Glenn Roll, the firm is featuring 
the Benjamin Moore and USG Texto- 
lite lines of paint and related ac- 
cessories and supplies. 


FLORIDA 


MIAMI: To more clearly denote 
the firm’s business, the name of the 
Peninsular Service Co., Inc., has 
been changed to Peninsular Lumber 
Service, Inc. President Jack Crouch 
says the change in name will not be 
accompanied by any changes in per- 
sonnel or policies. 


KANSAS 


TURON: John Merritt sold the 
Haven Lumber Co. to Don King, 
Paul Gray, and J. W. Shive Feb- 
ruary 3. He had bought the firm from 
Mrs. Bessie Stark in 1939. 


ATCHISON: The Hixon Lumber 
Co. soon will have a new addition, 
20 by 50 feet. In the process of tear- 
ing out a wall, a Hixon advertising 
sign was uncovered, which had been 
there for at least 50 years. 


LURAY: The Mack-Welling Lum- 
ber and Supply recently celebrated 
its 50th anniversary with “open 
house” for its customers. The firm 
was purchased by J. B. and W. A. 
Mack, of Kansas City, and by George 
Welling, Natoma, in 1903. It took on 
the Mack-Welling name some 20 
years later. The firm now has yards 
in Russell, Lucas, Waldo, Natoma, 
Plainville, Palco, Bogue, Colyer, and 
Quinter. 


LANCASTER: The T. E. Snowden 
Lumber Co. here, owned by the 
Hixon Lumber Co., soon will be set- 
tled in a new 50x100-foot building. 
Ray Frazier is manager of the local 
yard. 


OSBORNE: Mick Hardman recent- 
ly celebrated his 50th year in the 
lumber business. He bought the S. B. 
Farwell yard, which became the 
Hardman Lumber Co. About five 
years ago the firm was bought by 
his son, Lewis A. Hardman. The 
yards in Osborne, Phillipsburg, op- 
erated by M. W. Hardman, and 
Wakeeney, operated by Claude Hard- 
man, became the nucleus of a large 
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chain in Kansas, Nebraska, and 
Colorado . . . New manager of the 
Osborne Lumber Co. is L. N. Schu- 
maker. He had managed the Hard- 
man-Snowden yard in St. Mary’s for 
the past year. 


OKLAHOMA 


ANADARKO: The Rounds and 
Porter Lumber Co. yard here’ has 
been purchased by Earl Botts, Homer 
Hume, and Otis DeGraffenreid. Botts 
and Hume own three other lumber 
firms and five concrete mixing 
plants. DeGraffenreid was manager 
of the Harry Brown Lumber Co. 
Mrs. Lois Farrington Brown an- 
nounced that she would assume ac- 
tive management of the Brown firm 
until a new manager was secured. 


FLETCHER: Adrian Arthur, a 
local builder, recently opened the 
Arthur Lumber Company here. It is 
on the site once occupied by the 
Fletcher Lumber Co. 


OKLAHOMA CITY: The Carey 
Lumber Co. has opened a new store 
in the Capitol Hill section. Glenn H. 
(Andy) Anderson is manager. 


LEXINGTON: J. W. Sanders is 
the new manager of the Billington 
Lumber Co. here. He replaced Curtis 
Chasteen, who now is employed in 
Shamrock, Tex. 


FLETCHER: Calvin Kembel, of 
Lebanon, Mo., is the new manager 
of the T. H. Rogers Lumber Co. yard 
here. He succeeded Lawrence Martin- 
dale, who returned to McAlester. 


TENNESSEE 


KNOXVILLE: Fred Stair, presi- 
dent of the Farragut Lumber Co. 
here, was appointed a member of 
the convention body that is to revise 
Tennessee’s state constitution for the 
first time in 83 years and third time 
in the state’s history. The conven- 
tion consists of 100 persons—one for 
each state legislator. Stair is an 
ardent Republican, former mayor of 
Knoxville, past-president of the 
Tennessee Building Material Assn., 
and is serving his second term as 
treasurer of the National Retail Lum- 
ber Dealers Association. 


OBITUARIES 


WILLIAM R. FLUHARTY, 46, build- 
ing products sales representative of 
the Reynolds Metal Co., passed away 
March 10 in Charlotte, N. C. He had 
served overseas with the American 
Red Cross during World War II for 
four years, and was an active Boy 
Scout leader and Shriner in Ohio 
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and West Virginia before being 
transferred to the Carolina area. 
Mrs. Fluharty and a daughter sur- 
vive him. 


JAMES W. McCOOK SR., owner of 
the J. W. McCook Lumber Co. in 
Macon, Ga., died at his home Febru- 
ary 18 after brief illness. A member 
of the Methodist church, he is sur- 
vived by his wife and son, James Jr. 


JEFF RICE, 73, former manager of 
the Pope-Cawood Lumber and Sup- 
ply Co. in Harlan, Ky., died in La- 
Grange, Ky., on February 23. He 
was a Baptist deacon and active in 
the Community Chest. Eight children 
—four sons and four daughters— 
survive Rice. 


RANSOM H. HOHORST, 59, founder 
of the Hohorst Lumber Co. at La- 
fayette, La., died there recently. He 
was long a member and former presi- 
dent of the Lafayette Parish School 
and also a member of the library 
board. He developed the Fairfield 
and other local real-estate divisions. 
His mother and a son survive him. 


HINKLE M. GUY, 68, president of 
the Capital City Lumber and Planing 
Mill Co. in Topeka, Kan., died Feb- 
ruary 11. He had been in the building 
material business 46 years. Surviving 
are his wife, daughter, and son 


JAMES M. TAYLOR, 88, died at his 
home in Columbia, Mo., February 6. 
He owned the Taylor Estes Lumber 
Co. in Columbia for 40 years, retiring 
in 1937. Surviving are his wife, son, 
daughter, and foster daughter. 


CHARLES C. MEEK SR.., 65, general 
manager of the Charles C. Meek 
Lumber Company, died of a heart 
attack at his home in Springfield, 
Mo. His firm has 12 yards in south- 
ern Missouri, three yards in Cali- 
fornia, and other holdings. He leaves 
a wife and son, Charles Jr., who is 
actively associated with the business. 
JOHN A. AREY, 72, retired lumber- 
man and realtor of Salisbury, N. C., 
was found dead in his apartment 
February 17. He formerly operated 
the Arey Brick and Lumber Co., 
which he sold in 1946. Surviving are 
his wife and daughter. 

MRS. JOHN W. PILLEY, 44, wife of 
the owner of Pilley’s Lumber and 
Building Supply Corp. and J. W. 
Pilley Home Building Service, and 
a vice-president of both firms her- 
self, died of a heart attack enroute 
to the hospital from her home in 
Memphis, Tenn. She handled the in- 
terior decoration for her husband’s 
houses. He survives her. 


WILLIS PAGE WEBER, 81, presi- 
dent of the Powell Lumber Co. in 
Lake Charles, La., died February 19 
at his home. His other business in- 
terests included the Farmers Land 
Canal Co., Farmers Rice Milling Co., 
Weber-King Manufacturing Co., and 
Kelly, Weber and Co. He was a past- 
president of the Lake Charles Asso- 
ciation of Commerce. 





JSPIREX 
SASH BALANCES 


MMW “so 


WG 


Quiet 
Special SPIREX 
coating insulates 
against noise 
and protects bal- 
ance from rust. 
SPIREX gives 
you quiet opera- 
tion with years 
and years of 
trouble-free serv- 
ice! 


Smooth 


Patented spring 
construction with 
separated coils 
eliminates rasp 
and friction... 
makes windows 
slide smooth-as- 
you-please for the 
life of the building. 


Adjustable 


Tension can be ad- 
justed after bal- 
ance is installed 
for perfect lifting 
power according to 
sash weight. Re- 
quires only 4-5 
turns for average 
sash. 








New telescope 
carton has com- 
plete unit and 
accessories for 
the job. 


Manufacturers of 
precise clock spring 
balances since 1888. 





Marion T. Davis & Company 


281 North Ave., N.E., Atlanta, Ga. 
Day: Emerson 6474; Night: Exchange 2278 


J. Scobey North 


Nat'l City Bank Bldg., Dallas 1, Texas 
Phones: Propect 7251, Lakeside 0701 


CALDWELL MANUFACTURING CO. 
63 Commercial St., Rochester 14,N. Y. 
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2. cost-in-place 
of PlyScord 
roof dealing 


1.Cost-in-place 
of lumber 


roof sheathing 


HERE’s paper and pencil proof to show your customers how they 
can get all the extra advantages of PlyScord roof sheathing — 
and cut costs, too. Remember, it’s the applied cost that counts. 
That’s why builders can save up to $2.50—-and more—per 
square with PlyScord. Figure it both ways on the chart below. 


% Figure your profits both ways, too. 
Good reason why it pays to push PlyScord. 
Estimating Chart to Cover 1,000 Sq. Ft. of Roof Area 


Data Developed from Walker's "The Building tors’ Reference Book” 











PLYSCORD | RATE | TOTAL || LUMBER RATE TOTAL 
1,056 sq. ft. 1,200 ff. b.m. 
Hp" or 5/16"| |__| 18 shiplop 
Nails [Nails 
6d-12 Ibs. | ____|| 8d-20 Ibs. 





Carpenter | Carpenter 
Reiss Sanacaaetasin ade LU Hours 
Helper | | Helper 
3 Hours 5 Hours 





TOTAL COST IN PLACE 


- HW HL Hi ~ ri ms 
ey 


GRADE FIR PLYWOOD 


This registered trademark identifies PlyScord—the economical construction grade of Interior fir 
plywood bonded with highly moisture resistant glue. This stamp on panel is your assurance 
of tested quality. ® Douglas Fir Plywood Association (DFPA) Tacoma 2, Washington. 
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Hal's HUNCHES 


New items dealers may find 
profitable to sell - - or use 








ODORLESS ENAMEL. Odorless 
Staize-Clene is a new paint designed 
to facilitate maintenance. It resists 
dust, dirt, and grease, leaving an 
almost poreless film when dry. It is 
made in 39 colors and white. Write 
for H-72-—use coupon below. 


HAND HONE. Users of Chicago 
Wheel and Manufacturing Com- 
pany’s new hand hone merely apply 
a few strokes over tool edges at the 
first sign of dullness. It is designed 
especially for sharpening single- 
point tungsten carbide tools. Write 
for H-73—use coupon below. 


ALUMINUM COATING. Roylac alu- 
minum coating has a special non- 
spattering feature and dries in mo- 
tion through four feet of travel. With 
standard spray-gun equipment, the 
coating can be sprayed on products 
or parts so that objects at least four 
feet behind are not marred. Write for 
H-74—use coupon below. 


HOME INCINERATOR. The Hungry 
Dragon incinerator is said to burn 
adequately the rubbish and garbage 
of a family of six. This AGA-approv- 
ed unit can be mounted on a stand 
in the basement. A flue draft of .03” 
is sufficient. Write for H-75 — use 
coupon below. 


ELECTRIC FORK-LIFT. The Stand- 
ard Skylift CF, a new line of elec- 
tric fork-lift trucks, covers the 1,000- 
to 4,000-pound load class. It features 
Class “H” silicone-insulated motor, 
rams with leakage return, high lift 
speed, hydraulic safety fuses. Write 
for H-76—use coupon below. 


SLIDING GLASS DOORS. Arcadia 
steel-framed sliding glass doors can 
now be adjusted for perfect fit with- 
out being removed from the installa- 
tion. A screwdriver is_ inserted 
through a hole in the frame to adjust 
the spring on the rollers. Settling of 
houses usually makes periodic ad- 
justment necessary. Write for H-77— 
use coupon below. 


LOCKSET. The Pacemaker Shelton 
key-in-knob lockset offers the secur- 
ity of a five-pin-tumbler lock. All 
parts are made from stamped or 
solid machined steel. Lock fits doors 
with thicknesses from 1%” to 2”. 
Also made with auxiliary safety 
dead lock. Write for H-78—use cou- 
pon below. 


WOOD PRESERVATIVE. Cuprinol 
water-repellent wood preservative 
now comes in one-pint cans for the 
do-it-yourself market. Boat builders, 
contractors, farmers, greenhouse 
owners, and others use it to stop 
swelling and warping of wood, rot, 
termites, and as an undercoat for 
paints. Write for H-79—use coupon 
below. 


STRUCTURAL GLASS. Carrara 
structural glass now comes in two 
new colors—shell pink and gunmetal 
—designed to enhance both homes 
and store fronts. It is 11/32” thick. 
Write for H-80—use coupon below. 


FLAT ENAMEL. The 11th addition 
to the Seidlitz MultiTint line is Oil- 
Tone fiat enamel, a true alkyd resin 
oil-base flat enamel. It is said to be 
self-sealing for one-coat coverage 
and completely washable. Offered in 


125 shades. Write for H-8l1—use cou- 
pon below. 


GARDEN HOSE SHUT-OFF. The 
Acqua-matic water valve timer shuts 
off a garden hose automatically in 
from 1 to 60 minutes. Lawns and 
gardens can be watered in early 
morning as the home-owner leaves 
for work, in the evening during din- 
ner, without further thought. Write 
for H-82—use coupon below. 


KITCHEN SINK. The new Uni- 
versal-Rundle vitreous enamel cast- 
iron sink is designed for counter 
installation. It is made with either 
left- or right-hand drainboard. It is 
42”x21” with an 8”-deep sink, and 
has an acid-resisting enamel. Write 
for H-83—use coupon below. 


BATHROOM SEAT. A new bath- 
room seat, the Bemis Molcor, is made 
with a solid core of homogenous 
high-content plastic resin and cured 
hardwood fibers, molded under high 
temperatures. Both seat and cover 
are said to be waterproof and crack- 
proof. Made in black, white, and 50 
colors to match other fixtures. Write 
for H-84—use coupon below. 


GROUTING GUN. A new Miraplas 
metal grouting gun enables the user 
to put a small line of grouting at the 
joints of plastic wall tiles. It saves 
grouting mastic and is said to cut 
application time in half. Write for 
H-85—use coupon below. 


FORK TRUCK. The Yardlift-60 fork- 
lift truck has been improved with a 
three-speed transmission and a new- 
style fork mounting plate. The inter- 
mediate gear permits smoother shift- 
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inside hung, 
in 5 easy steps 


LOXCREEN perfects 
and simplifies 
frameless tension 
screens. 


LoxcrEEN’s exclusive 2-way-pull Spring 
Latch creates positive, permanent ten- 
sion from top to bottom and from left 
to right. Snap it out for window service 

. roll it into a small, neat package 
for off-season storage. Once LoxcREEN’s 
Spring Latch is set, screen may be re- 
moved and hung again without readjust- 
ment. 


LoXcREEN’s exclusive 2-way length ad- 
justment gives complete closure. Extra 
folds of screen cloth at top and bottom, 
plus finger-tip floating bar allow for 
individual window frame variations, set- 
tling, etc. Ideal for new installations 
or replacements. 


LoXxcREEN’s are designed for economy 
as well as satisfaction. Low in initial 
cost, their lifetime aluminum construc- 
tion eliminates maintenance. 


All standard sizes. 
Prompt service 
on special orders. 


Manufactured By 
THE LOXCREEN COMPANY 
Columbia, S. C. 








ing and a lower first-gear ratio. Write 
for H-86—use coupon on page 81. 


MATCHED BATH ACCESSORIES. 
A new five-piece matched bathroom 
accessory set called Gem-Glo in- 
cludes a soap dish, tumbler and 
toothbrush holder, paper holder with 
wood spring roller, 18” metal towel 
bar with posts, 24” towel bar and 
posts, and chromium-plated screws 
for installation. Write for H-87—use 
coupon on page 81. 


ASPHALT TILE DESIGN. Hach- 
meister’s new asphalt floor tile, call- 
ed Poly-Krome, features multi- 
colored chips set deep into the sur- 
face. Its design and range of 10 
colors make it adaptable to nearly 
any room. Write for H-88—use cou- 
pon on page 81. 


“JET” VENTILATOR. A dual pur- 
pose kitchen exhaust and attic venti- 
lator, the Attifan, is said to work on 
the “jet” principle. It taps into a duct 
extending from the kitchen ceiling 
upward to a vent opening on the 
roof. The blower is bolted to the 
outside of the vent, in the attic. The 
strong updraft pulls hot air up from 
the kitchen. Write for H-89—use cou- 
pon on page 81. 


LAWN SPRINKLER. The Little 
Giant, model No. 10, lawn sprinkler 
is a rust-proof unit with no working 
parts. It produces a fine, uniform 
spray over a 30’ area, said not to 
wash seedlings or soil away. Write 
for H-90—use coupon on page 81. 


PAINT CAN ATTACHMENT. The 
Pormix attachment fits on the top 
of an opened can of paint to facili- 
tate pouring of paint and to prevent 
spilling when paint is stirred. It 
keeps the sealing groove free from 
paint so that the lid can be replaced 
tightly and paint kept fresh. Write 
for H-9l1—use coupon on page 81. 


GLASS BLOCK. The Pittsburgh 
Corning Skytrol glass block is de- 
signed especially for use in sky- 
lights, both structurally and optical- 
ly. The 12”-square block is 4” thick. 
A fibrous glass screen sealed in the 
block creates a double cavity to les- 
sen heat loss and condensation. Write 
for H-92—use coupon on page 81. 


FIELD ADDING MACHINE. A new 
Clary adding machine, weighing only 
16 pounds, is operated by hand for 
use by contractors and others in the 
field. It is 14” long, 7” high, and 9” 
wide. Write for H-93—use coupon 
on page 81. 


RUBBER PUTTY. Plastikon, a new 
rubber putty, is said to be water- 
tight, airtight, and not to become 
brittle. It is used for all glazing and 
sealing purposes on wood, glass, 
metal, and stone. It resists corrosive 
fumes, salt water, and mild organic 
vapors. Write for H-94—use coupon 
on page 81. 




















WITH THE 
EXQUISITE 
NEW 
HANDLE- 
LATCH 
SET 
DESIGNED BY 
WALTER 
DORWIN 
TEAGUE 
Patents ASSOCIATES 


Pending 


New Ra-Tox Folding Doors for 1953 
give you greater opportunity for profit 
than ever before. Door is supplied 
COMPLETE with all hardware including 
handle and latch, wood track, and fin- 
ished in wide choice of colors. Exclusive 
Ra-Tox Folding Door features, greater 
value, and lower cost combine to 
give you a product that's wanted and 
easy to sell to both builders and home 
owners. 


CURVED 
TRACK 
FEATURE 


Sensational wood 
curved track. Lets 
builder and home 
owner make cor- 
ner wardrobe or 
closet using only 
Ra-Tox Folding 
Door. 


Ra-Tox Folding Doors are attractive, 
durable, unusual. Woven basswood 
slat fabric. Save room space. Easily 
installed. An idea! product to feature 
to home owners for REMODELING. 


Complete sales promotional material 

supplied to help you sell. Write for 

Bulletin 706 and name of nearest 
distributor. 


THE hough shade corporation 


1025 Jackson Street @ Janesville, Wisconsin 
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PRODUCT PARADE 





STEEL GARAGE DOOR 























The new Berry one-piece steel 
garage door features two stabilizing 
arms that are said to eliminate abso- 
lutely all side sway. 

The door operates almost silently. 
This is achieved by placing 26 pieces 
of sponge rubber between the fram- 
ing and door. The inside of the track 
also has been treated with a special 
sound deadener so that the door 
glides forward and backward with- 
out noise. 

An adjustable track hanger that 
can be placed at any point along the 
back half of the track speeds instal- 
lation. Single doors can be put to- 
gether to make double doors. 

Write for P-85. Use coupon on 
page 81. 


CORRUGATED CLOSURES 


Fabco closure strips are flat on the 
bottom and fit the pattern of cor- 
rugated sheet building materials for 
sealing openings. 

Made of asphalt or rubber, these 
closure strips prevent electrolytic 
corrosion caused by contact of alu- 
minum sheeting with steel members, 
masonry, or moist wood. 

Write for P-86. Use coupon on 
page 81. 


IMPROVED ROLL ROOFING 


Ruberoid’s improved Dubl-Coverage 
roll roofing has an extra coating of 
bitumen added to the entire selvage. 
The coating has been specially treat- 


ed to prevent sticking in the roll, 
eliminating much wasted material. 

This extra bitumen also insures 
tighter adhesion between underlap 
and overlap by increasing the bond- 
ing power when applied with cold 
cement or hot asphalt. The coating 
has been added up to the slate line 
to prevent moisture seepage and 
protecting felt against rot. 

Write for P-87. Use coupon on 
page 81. 


“STONE” SIDING 


The latest addition to the Flintkote 
insulating siding line is Venetian 
Stone. It is suitable for remodeling 
or new construction. 

This siding features a gray mortar 
line with a light gray stone facing. 
End joints are coated with a special 
water-proofing compound the same 
shade as the panel face. 

Write for P-88. Use coupon on 
page 81. 


BUILT-IN CLOCK 


General Electric’s new “Tel-in-Wall” 
electric clock is built into the wall, 
projecting %” at the top and 1%” 
at the bottom. 

It shows no cord of its own. Its 
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HYDRATED LIME: 





sive 
A. S. T. M. and Federal specifications. 


Made special for agricultural, building and 
chemical uses. The 400 mesh ‘air-floated’ 
is ideal to purify water, make insecticides 
and aid precision chemical processes. 


MASONRY CEMENT: 


Superbly blended to give light color, 
extra smoothness and high compres- 


strength. Meets all standard 
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Every family is a prospect for Stanley 
Closet Bars, tenants as well as home 
owners — and these “solid sellers’’ meet 
every buyer’s requirements. Sturdily 
constructed of two telescoping tubes, 
they are made in 4 sizes: 18” to 30”, 30” 
to 48”, 48” to 72”, 72” to 96”. Center 
support available for extreme extensions. 
Bars individually packaged with screws. 
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SALES-MAKING MERCHANDISER DB 7020 
Size: 934” wide, 14/2” high 


This colorful metal display is offered FREE to 
dealers ordering one dozen of any size or 1/2 
dozen of any two sizes of Closet Bars. Order 
from your wholesaler. 


The Stanley Works, New Britain, Connecticut 


[ STANLEY ] 


Reg. U.S. Pat. Off. 
HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING @ STEEL 











two electrical outlets can supply cur- 
rent simultaneously to a_ heater, 
electric razor, toaster, coffeepot, or 
other appliance. 

A seven-watt bulb under a hood 
at the top of the clock gives light to 
save stumbling at night in a bath- 
room or pre-dawn kitchen. 

Measuring 71%” by 4%”, the clock 
is made of white plastic. It features 
black hour and minute hands and a 
red second hand. 

Write for P-89. Use coupon on 
page 81. 


WALL CLOSETS 


Improved Mengel “Space-Saver” 
wall closets are shipped in pre-fabri- 
cated pieces, ready to assemble on 
the job, for storage walls or for con- 
ventional closets in houses. 

All panels, partitions, shelves, 
drawers are of high-grade plywood, 
with kiln-dried hardwood lumber 
frames. The Southern hardwood or 
Northern birch finish can be painted, 
stained, or coated with a clear finish. 

Models include widths of 3’, 4’, 5’, 
or 6’. Adjustable ball-bearing hang- 
ers in the doors insure smooth opera- 
tion at finger-tip touch. 

Write for P-90. Use coupon on 
page 81. 


HOME AIR-CONDITIONING 
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The new low-priced Carrier Weath- 
ermaker is a complete heating and 
cooling unit designed for homes in 
the $7,500 and up bracket. 

The unit measures only 28” x 38” 
and stands 62” high. It can be in- 
stalled to use ducts of an existing 
hot-air heating system. Burners are 
available for using natural, mixed, 
manufactured, or liquefied petroleum 
gas or oil. 

For areas where water is scarce or 
expensive, an air-cooled condensing 
attachment is available to eliminate 
water consumption. 

A single thermostat can be mount- 
ed in any convenient location to 
control both heating and cooling. A 
simple switch converts the system 


from winter to summer air-condi- 
tioning. 

Write for P-91. Use coupon on 
page 81. 


HOLLOW-CORE PANELS 


Marsh Wall Products has introduced 
a new pre-finished paneling with a 
hollow core, designed mainly for 
ceilings and walls in non-residential 
interiors. 

Called Korelock, the panels are 
said to be self-aligning and require 
no backing other than joists, studs, 
or furring strips. The face of the 
panels is Masonite Duolux with the 
baked Marlite finish. The back is the 
same material, sealed and baked. 

The wood core provides a tongue- 
and-groove design for concealed 
fastening. 

Korelock is made in two sizes, 
24”x48” and 24”x96”. 

Write for P-92. Use coupon on 
page 81. 


ATTIC-FAN SHUTTER 


The ‘“Alumattic” is a new all-alu- 
minum automatic shutter for attic 
fans. Strongly welded, it has inter- 
locking vanes that fit extra tight to 
make it dust- and insect-proof, and 
to cut down heat loss in winter. 

To meet the Fire Underwriter’s 
requirements, the shutter is designed 
to be automatically fire-proof. The 
spring that helps hold the vanes open 
has a fusible link that melts in case 
of fire. It is said to be rattle-proof. 

Write for P-93. Use coupon on 
page 81. 


ACOUSTICAL TILE 


New Insulite Acoustilite acoustical 
tile has noise reduction coefficients 
of from .60 to .75. It can be cleaned 
with a damp cloth or repainted with- 
out reducing efficiency. 

These wood-fiber tileboards are 
made in thicknesses of %” and 4”, 
in 12” squares, with beveled butt 
edges. Recommended application is 
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with adhesive over solid backing, or 
nails over furring strips. Three holes 
in each corner permit application 
with collar or flat-head nails. 

Write for P-94. Use coupon on 
page 81. 


STEEL FRAMING 


Lightsteel framing sections—said to 
be comparable in cost to wood fram- 
ing—offer the advantages of pre-cut 
Penn Metal members for custom- 
designed homes. 

The sections are made of struc- 
tural-grade steel, formed by the 
cold-rolling process that cuts costs. 
The web of each section is cut in a 
double-trussed pattern that provides 
lightness of weight without sacrific- 
ing strength. The web also provides 
passage space for wiring and piping, 
and a system for tying metal lath, 
wallboard and other surfacing board 
to the framing. 

The Lightsteel line now includes 


sections of 3%4”, 35g”, 4”, 6” and 8” 
in depth, pre-cut to lengths up to 
28 feet. Studs and joists are made in 
single and double form. The double 
form resembles an I-beam. 

Write for P-95. Use coupon on 
page 81. 


ADJUSTABLE SHELVING 


Leigh adjustable shelf supports are 
made by Air Control Products, Inc., 
in two sizes — 24” and 18” lengths. 
One set includes four supports, eight 
brackets, and necessary screws, all 
packaged in an attractive carton. 

The supports are painted a beige 
prime coat. Brackets are electro- 
plated. They offer the builder or 
home-owner a quick, low-cost meth- 
od of putting up adjustable shelving. 

Write for P-96. Use coupon on 
page 81. 


IRON DOOR GRILLES 


The Tennessee 
Fabricating Com- 
pany’s new line 
of ornamental 
iron door grilles 
comes in two 
sizes. One adjusts 
to fit most storm 
doors. The other 
is for screen 
doors. 

Scrolls are 
heat-forged and 
feather-edged 

The designs are 
offered with or without other orna- 
ments, such as a flying mallard, owl 
at roost, and bucking bronco. 

Write for P-97. Use coupon on 
page 81. 








FIREPROOF PLASTIC 


Westinghouse’s Micarta plastic sur- 
facing material now is available in 
a “fireproof” grade. 

The new material is formed in a 
single process by sandwiching a 
1/16” aluminum sheet between layers 
of melamine plastic. The melamine 
outer layer will char after heat has 
been applied for a long time, but 
will not sustain combustion 

The bond between the aluminum 
and plastic is so strong that it can be 
subjected to widely-fluctuating ex- 
tremes of temperature, as well as 
humidities up to 100 per cent, with- 
out breaking, according to Westing- 
house. 

Micarta is 
colors and 
finishes. 

Write for P-98. Use coupon on 
page 81. 


variety of 
textile 


made in a 
wood-grain or 


IMPROVED SIDING 


Ruberoid Color-Grained asbestos 
siding now has a finish called Duroc. 

This new finish protects against 
dirt, stain, wear, and weather. It 
also adds to the appearance by high- 
lighting the unique “shake” texture 
of Color-Grained and keeps the duo- 
tone colors bright. 

Write for P-99. Use coupon on 
page 81. 


INSULATING WINDOW 


A new self-stacking, insulating win- 
dow made by Solar Air-Flo can be 
assembled into panel window walls 
or other combinations of windows 

The system includes a fixed win- 
dow unit, a ventilating window unit, 
and an insulated wall unit of identi- 








Distinctive 

Amerwood pre- 
finished paneling will help 
you capture the untapped 
remodel . . . rebuild . . . 
redecorate market in ’53. 
It’s easy to sell because it’s 
easy for your customer — the 
home craftsman — to install 
Amerwood with a minimum 
of trimming and fitting. 
In five distinct “customer- 
accepted” decorator colors: 
umber (natural), gray, green, 
white and red. Ideal for deco- 
rating the interior of any 
home. 
Made of top-grade *4” Yel- 
low Pine, eased (shiplap) 
joint, in 6” and 8” widths, 
available in 4, 6, 8, 10, 12, 14 
and 16-ft. lengths. Packaged 
for your protection . . . for 
customer satisfaction. 


INTERESTED IN °53 SALES AND PROFITS? 
FEATURE “CUSTOMER-ACCEPTED AMERWOOD 
PRE-FINISHED PANELING FOR CASH RESULTS! 

Gy, Clip this handy memo to your 
letterhead and mail today! 


AMERWOOD P.o. Box 391, Ft. Worth, Tex. 


Please send me free samples, dealer’s price 
list, and customer literature 


Your Name 
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ALUMINUM or BRASS 


THRESHOLD 


ALL POPULAR 
STYLES 


SADDLE 
AND 
INTERLOCKING 
TYPES IN STOCK 
SIZES AND SPECIAL 
CUT LENGTHS 
PACKAGED 
and POLISHED 


DECORITE, INC. 
2116 Peachtree Rd., Atlanta, Ga. 
2915 San Jacinto St., Dallas, Texas. 























RECESSED DOORS 


the Modown way 


DORFLO is a new concept of 

door function and design... a 

simple, fool-proof, scissor-like 
hani 1 ed from 





within the wall. 

DORFLO makes sliding doors 
literally float in and out of their 
pockets with just a gentle pres- 
sure of the finger-tips . . . so 
easy even a child can operate it. 


@ Simple installation 
@ Available in: 
@ K-D wall sections 
@ Packaged hardware 
@ Ready-Unit sections — 
completely assembled 
wall sections including oll 
hordware, finished split 
Write for name of jomb with built in steel 
Be stiffners. 
Nearest distributor 





AY SALES, INC. 


St. Paul Park, Mean. 











cal size—4’ wide, 2’4” high, and 4%” 
thick—plus a wood louvered venti- 
lating unit. Each unit has a load- 
bearing factor of 2,400 pounds. 

This modular system is designed 
for glazing with Thermopane insu- 
lating glass. The vent units have ad- 
justable drop-down interior ventila- 
tion doors and removable built-in 
screen. 

Write for P-100. Use coupon on 
page 81. 


CABINET HARDWARE 


Ajax Hardware now makes a back 
plate for each model in its knob and 
pull line. This gives dealers an op- 
portunity for a package sale. 

These back plates not only add 
beauty, but protect painted surfaces 
around knobs and pulls. They also 
cover up old holes where knobs and 
pulls were replaced with new hard- 
ware. 

The Ajax line is made in five 
standard finishes. 

Write for P-101. Use coupon on 
page 81. 


AWNING WINDOW 


The Ualco aluminum awning win- 
dow offers special night ventilation, 
automatically-locking ventilators, 
screens that fit flush with inside 
window face, and standard or metal 
glazing. 

It is easy to clean and requires no 
maintenance. Its quality hardware 
assures easy operation. 

Write for P-102. Use coupon on 
page 81. 


FOLDING DOOR 


Ra-Tox folding doors now feature a 
new finish and a new handle-and- 
latch unit. 

A new stipple finish provides a 
durable surface with textured effect 
created by a fine, two-tone mottling. 
It is made in green or ivory and 
white on gray. 

The new latch uses the door- 
opener’s thumb. When the handle is 
pushed naturally, the thumb fits into 


a spot that facilitates movement. The 
handle is of molded phenolic plastic. 

Write for P-103. Use coupon on 
page 81. 


STRIATED TILE 


New Bakelite styrene plastic wall 
tile is striated to give a three-di- 
mensional effect. 

Lightweight and strong, this tile 
resists water, soaps, detergents, and 
most chemicals. It is made in 9” 
squares in eight colors. 

The tile is sold with complete in- 
structions for installing with cement 
and a notched trowel, so that home- 
owners can apply their own. 

Write for P-104. Use coupon on 
page 81. 


KITCHEN CABINETS 


The 1953 additions to General Elec- 
tric’s line of steel kitchen storage 
cabinets include a 24” base cabinet 
that opens from two sides for 
peninsular installations; a 9” tray 
cabinet for vertical storage of large 
trays and platters, and a corner base 
cabinet with two rotary shelves. 

Additional base-cabinet accessories 
include cutlery trays, drawer divid- 
ers, towel rack, bread and cake box, 
wire-door tray, vegetable basket, 
bulk storage bin, wire pan and cover 
rack, cutting boards, and shelf for 
electric mixer. 

Wall-cabinet accessories are door 
condiment rack, small shelves for 
the ends of wall cabinets, utility 
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COUNTERBALANCED 


© lower cost 
Cm lakacclitctcmacktacie 
° for better styling 


Engineered Balancing 
td 


Never Needs 
Adjusting 


Inexpensive windows 

make an excellent sell- 
ing point when they’re 
hung with Pullman Sash 
Balances. Weathertight, 
noiseless, trouble-free op- 
eration. Alert architects 
now specifying them for 
homes, schools, hospitals 
—all kinds of commercial 
and industrial buildings. 
The Pullman method per- 
mits quick installation (10 
to 15 minutes per window), 


INCENSE 
CEDAR 


one ofl 10 woods 


vw 
WJ 
a 
SZ, 


* 
uniform mortise size— 
Now Nearing 70 Years wide scope in window de- 
of Like-New Performance sign, maximum light area. 
Write today for full specs: 
Pullman Manufacturing 
Corp., 325 Hollenbeck St., 
Rochester 5, N. Y. 


LIFETIME GUARANTEE 
Pullman Sash Balances are guaranteed against 
imperfect workmanship or materials for the life of 
the building in which they're installed. 


PUI A San eee 


from the WESTERN 
PINE 
REGION 


Durable and decay-resistant . . . light 
weight and easily worked . . . receptive to 
paints and stains of all kinds . . . this pleasantly 
fragrant softwood is in demand for a wide range 
of residential and industrial construction work. 





This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 





THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


“ROLLEZY’’—Model 326 Overhead Door (illustrated above) is now made 
in 33 standard sizes from 8’ x 6’ 6” to 16’ x 7’. Here’s a top quality, 
easy operating, low priced door that will win trade and hold it for you 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


‘GLIDEOVER’’—Made in a wide range of overhead models and sizes from 
8’ x 7’ to 24’ x 24’, which enables you to 

meet all residential and commercial re- 

quirements 


Sawhorse Trestles 
Scaffold Brackets 
Roof Brackets 
Folding Ladder Facts Folder 
Brackets on Incense Cedar. 
Farm Building j — ddium 
Hardware and cons ‘ 

Specialties 


“AUTOMATIC DOORMAN” — The magic 
push button electric operator for opening 
and closing ANY make or type of sectional 
overhead garage doors and most makes and 
types of one-piece doors 


Write for free illustrated 


Western Pine Association, 


AN —_— Yeon Building, 
REGION jor sen 


“~ 


Ask for Garage Door Bulletin SB-53 
Ask for 

Bulletin SBG-53 , 

WAGNER MANUFACTURING COMPANY es 


CEDAR FALLS, 1OWA U. SiR: 
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AVAILABLE 
AT ALL 
TIMES 


KILN DRIED 
HARD- 
WOOD 


Lumber 


Any quantity up to corload lots for 
immediate delivery or pick-up. Wal- 
nut, Cherry, Red and White Ook, 
Mahogany, Northern Birch, White Ash, 
Hard Maple, Butternut, Poplar, Bass- 
wood, Prima Vera, Idaho White Pine 


CHESTER B. STEM, INC. 


657 Grant Line Road 


2% = New Albany, Ind 
uP ew any, Ind. 








You Sell More 


when you sell 


Z-WAY 


FOLDING STAIRWAYS 


Get your share of the remodeling market! 
Builders and home owners alike find EZ-WAY 
Folding Stairways the practical way to con- 
vert waste space into attractive dens, play- 
rooms, bedrooms and storerooms . . . the 
Key answer to more room for living! 

Z-WAY Folding Stairways come completely 
assembled, jamb included, panel attached for 
easy installation 


WRITE FOR NAME OF NEAREST DISTRIBUTOR! 


EZ-WAY SALES, Inc. 


SOX 100, OEPT. © ST. PAUL PARK, MINNESOTA 


shelf, cup hooks, cup rack, flour 
sifter, condiment racks, and fixture 
for undercounter fluorescent lighting. 

Write for P-105. Use coupon on 
page 81. 


DOOR-HANGING KIT 


The Stanley Handyman Builders 
Kit, No. H23, contains tools and ac- 
cessories needed for a quick job of 
hanging doors. It contains an H39 
34-HP motor, router base, plane at- 
tachment, and new T-H7 door and 
jamb butt templet. 

This templet is light, compact, and 
easily adjusted. It is collapsible and 
engineered to allow mortising for 
either two or three hinges on doors 
from 1%” to 2” thick. 

The motor used in the plane at- 
tachment is converted to a hinge 
butt router by switching it to the 
router base. With the bit in place, 
the router is ready to mortise wooden 
doors and jambs, using the templet. 

Write for P-106. Use coupon on 
page 81. 


COPPER JACKET NAILS 


Made by a special process developed 
in Germany, Fanner nails are made 
of heavy-duty steel wire that has a 
thick copper jacket, molecularly 
welded to the steel. 

These nails are made in various 
lengths, diameters, and head sizes. 
They have unusual strength, rigidity, 
and resistance to corrosion. The cop- 
per uniformly covers the entire nail. 

Write for P-107. Use coupon on 
page 81. 








Wholesaler Wanted 


Aggressive high type well financed lumber 
wholesaler wanted by highly experienced 
West Coast lumberman now living in the 
Southeast and capable of buying and sell- 
ing West Coast lumber products. Willing to 
move. Reply to Box 35 Southern Building 
Supplies, 806 Peachtree Street, N. E., At 
lanta, Ga 











Salesman Wanted 


Wanted by large wholesale distributor of 
lumber, millwork, and other items of build 
ing material, operating in one of the very 
best southern cities, experienced young man 
salesman. This is a real opportunity. Box 
No. 34, Southern Building Supplies, 806 
Peachtree Street, N. E., Atlanta, Ga 














ECONOMY BATHTUB 


The Bildor is a new economy recess 
bathtub especially suitable for low- 
price homes. It is made in regular 
or acid-resisting enamel finish, con- 
structed of cast iron. It is 5’ long, 14” 
high, and 2814” wide. It is made in 
white, blue, and green, to match 
American-Standard lavatories and 
water closets. 

Write for P-108. Use coupon on 
page 81. 


ASPHALT ADHESIVES 


Tile-Tite asphalt adhesives, under- 
layments, and associated specialty 
products now can be obtained for 
re-sale under suppliers’ own labels. 

Both stock and custom compounds 
are offered. Stock items include a 
cutback asphalt primer for damp or 
dry concrete sub floors; an above- 
or below-grade all-purpose cutback 
type cement; a stabilized emulsion 
cement for asphalt tile over felt or 
suspended concrete; a fibrated cold 
mastic adhesive for wood block 
floors, and “Smoothe-Tite” mixing 
emulsions to which cement and sand 
are added for patching and leveling. 

Write for P-109. Use coupon on 
page 81. 


DE-ODORIZING CABINET 





The Standard Steel Cabinet Co. line 
now includes a bathroom cabinet 
with an “Ozonator” deodorizer. 
Through vents in a section of the 
cabinet under shelf space and mir- 
ror, ultra-violet rays are sent out to 
kill odors in a scientific manner 
without the use of odor disguises. 

To install the unit, a wire leading 
through the junction box is simply 
connected to electrical leads. 
Switches work independently so that 
the Ozonator can be left on at will, 
regardless of the fluorescent lights 
at each side of the cabinet. 

Cabinet size is 13”’x16%”. It in- 
cludes two adjustable shelves, razor- 
blade drop, baked-on enamel, and 
chrome trim. 

Write for P-110. Use coupon on 
page 81. 
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KITCHEN CABINETS 
help sell homes! 


IDEAL Kitchen Cabinets add extra beauty and convenience 
to the home. That’s why they are so popular; so easy to 
sell. Made in a wide range of sizes of fine, selected woods, 
IDEAL Cabinets can be arranged to fit perfectly in any 
size or shape room. Installation is quick, simple, economical. 
There are special IDEAL units to solve storage problems 
and lighten kitchen work: Revolving Shelf Base Section; 
Tray and Pan Section; Mixer Cabinet; Service Bar. 


Sold at BUILDING MATERIAL STORES 


Manufactured By 
IDEAL CO., Waco, Texas 














Cater to these 


BACKYARD SPORTSMEN 


this Spring~and Summer 


These low-cost units make AT 
OUTDOOR FIREPLACES A 
easy to build, fun to use NICE 


centering around Outdoor 
Fireplaces. This popular 
trend opens markets for 
you to supply these all- 
metal “cores” that fit in- 


More home recreation is PROFIT 


side any masonry design. Outdoor Cooking 


(and eating) 


The Majestic Company offer great sport 
414 Erie St., Huntington, Ind. for all the _— 











“TO DEALERS: 


Your Copy* FREE! 


NEW 52-page idea o 
book of Outdoor fer 
Fireplaces 


*More copies avail- 


able at nominal “ ‘ 
cost for you to sell =: 


at 25¢ each. 

















The Book Helps You Sell The Units 

















NATIONAL 
LOCK 
COMPANY 


makes news 
with an 
important 
new arrival... 


watch for 


announcement 
NEXT MONTH 


is 


MERCHANT SALES pe wi 


‘ROCKFORD e@ ILLINOIS 
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After an analysis of retail sales of 
paint brushes, three new displays 
were designed for Wooster bristle 
and nylon brushes. With orders of 
brushes to fill them, displays are free 
to dealers. 

Seen here is a wire rack merchan- 
diser that requires only 18” space in 
width. It holds up to 66 wall and 
varnish brushes in sizes from 1%” 
to 4”, in three price-range assort- 
ments. 

Another merchandiser holds a 
rubber-base paint brush in 4” and 6” 
sizes for counter display. The third 
is a wall display that holds a dozen 
brushes in 3”, 344”, and 4” sizes. 

Contact: Wooster Brush Co., Woos- 
ter, Ohio. 


PRE-STAINED SIDING 


Highlighting the 1953 dealer promo- 
tional aid program of Olympic pre- 
stained sidings is a new “demonstra- 
tion bar” for the salesroom. 

Other sales aids include a news- 
paper mat service; mailings over 


dealer’s signature to architects and 
contractors; self-illuminating high- 
way signs; color charts; wall and 
window displays, and a free sketch 
service for dealers’ use when esti- 
mating remodeling jobs. 

These sales aids tell the story of 
Olympic’s Texterior paneling, Per- 
fect-Fit Shakes, and Timberline sid- 
ing. 

Contact: Olympic Stained Prod- 
ucts Co., 1118 Leary Way, Seattle, 
Wash. 


HOLDS HARDWARE 


Amerock’s new No. 33 self-service 
metal display measures 14” wide, 19” 
deep, with a back 21” high. It is said 
to be a “complete hardware depart- 
ment.” 

Offered in time for Hardware 
Week promotions, the display is of- 
fered free with a basic stock of 
eight hardware items, at a cost to 
dealers of $23.76. Items include 
several hinges, door and drawer 
pulls, roller catch, knobs, and “Flex- 
grip” catch. 

Contact: American Cabinet Hard- 
ware Corp., 416 South Main St., 
Rockford, III. 


SCREEN HARDWARE 


To stimulate spring sales, a new 
three-color merchandising display 
holds Stanley hardware items. It is 
free to dealers with orders for $30 
worth of screen hardware. 

Items shown on the 20%”x15%” 
display include a corner brace, 
screen hangers, door latch, adjust- 
able and  non-adjustable spring 











W. J. WORD 


Phone 327 
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Siding 
Finigh 
Ad Dimensions 
KD Pine Floorir 
YELLOW POPLA 
RED CEDAR CLOSET LINING 


LUMBER CO. 


O10} 86) 10) fe) ~- ALABAMA 


Member 
| ie on oe 








hinges, and snappy catch. Free news- 
paper mats and imprinted folders 
also are offered. 
Contact: Stanley 
Britain, Conn. 


Works, New 


PATTERNED PLYWOOD KIT 


A new promotional kit is offered to 
help dealers sell more WedgeWood, 
a new textured plywood for wall 
paneling. 

Included in the kit is “ammuni- 
tion” for hard-hitting direct-mail 
campaigns, newspaper mats, radio 
scripts, eye-catching store display 
material for wall, counter, and win- 
dow. It also contains specially-pre- 
pared news releases slanted to obtain 
publicity for both dealer and product 
in local newspapers. 

Contact: Georgia-Pacific Plywood 
Co., 270 Park Ave., New York, N. Y. 


New Home Plan Book 


“Modern Living Homes” is a new 
home-plan book suitable for dealers’ 
planning centers. 

It contains 70 plans, most of which 
show three bedrooms, maximum 
ventilation through picture, bay, 
and corner windows, and_ are 
low, rambling-style designs popular 
among young homemakers. 

All plans shown in the colorful 
book are designed for the most eco- 
nomical construction. 

Contact: National Plan Service, 
Inc., 1700 West Hubbard St., Chicago, 
Illinois. 
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HOW TO OFFER 
LOW-COST HOUSING! 


Stock and Sell 


BESSLER 
DISAPPEARING 
STAIRWAYS 


The ORIGINAL disap- 
pening stairway—made 
or over 40 years. 

A REAL stairway. 
Seven well-engineered 
models—for ie n 5 
Safety-designed in every 
detail for protection. 
Suitable for the finest 
homes—old and new. 
Saeatie from above and 


belo 

Full width t treads. 

ALL steps equal height. 
Treads and stringers are 
made of Sitka Spruce. 

. Full door width. 

° oa length SAFE hand 


. Accurate architectural 
design assures easy and 
SAFE ascending and de- 
scending. 

. All metal parts are made 
= — SAFE pressed 


- 


ar ee 2 2a 


5 Repairs eauese available 
on quick n 

. Doors —E, “ot White 

Pine and Fir in_ two- 

panel and flush types; 

hardwood doors in flush 
type only. 

16. Tailor-made 

for all heights. 

. Hundreds of 

thousands in 


FREE! 
New Catalog! 


Illustrates and describes com- 
plete line of seven Bessler 
Disappearing Stairway Mod- 
els to meet all your needs. 
This new catalog should be constant daily 
in your files for ready ref- use. 
erence—write for your copy . Fumetiinte de- 
now! very. 

. Meets all build- 

g codes. 


Bessler Disappearing Stairway Co., 1900 E. Market St., Akron 5, 0. 











Fora Faster Turnover tu 


BUILDING 
SPECIALTIES 


A hardener for use in concrete, mortar and stucco. 
Reduces cold weather hazards, permits faster 
placing, more rapid removal of forms. Protects 
mortar against FREEZING. Keeps winter work 
on schedule. 


~~ WALL-SEAL 


A transparent silicone waterproofing for exterior 
stucco, concrete, cinder blocks, etc. Lets masonry 
breathe and renders it resistant to efflorescence 
and staining. Easily applied with brush or spray. 


o FLINT-TOP 


A penetrating surface hardener for new and old 

concrete, terrazzo flooring and other concrete 
WRITE surfaces. Protects floors against oils, acids, salts, 
FOR alkalies and many other chemicals. Retards con- 
DETAILS crete dust. Adds years to floor life. 


PERROW CHEMICAL CO., Hurt, Virginia 
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b ap ck, Lead-Seal 


ROOFING NAILS 


THEY’LL 


Cell 


IF YOU'LL 


Viel 


THESE 
FACTS... 


LEAD:-SEAL «eeu ane 


down the shank. When the nail is driven, the 
hole around the nail is plugged with lead 
and the break in the galvanizing is completely 
covered, to form a perfect double seal. 


*TRIPLE-LOCK 


As the “bump” is forced 
through the sheet, the sheet 
springs back over the bump 
—this effectively prevents 
the nail from working out. 
The nail, lead and sheet are 
solidly locked together. 














DRIVE SCREW SHANK 


+.» makes the nail turn and hold like a 
screw. It holds with a powerful, unyielding 
grip. Threads are deep and sharp be- 
cause they are formed after galvanizing. 


For Galvanized, Aluminum, Slate, Tile Roofing 


What an advantage it is to offer a nail that Aas everything—a nail 
which sells itself on the strength of its own qualities —a nail around 
which you can wrap a real sales story. 

You can’t Jose when you offer Deniston Triple-Lock Lead-Seal 
Roofing Nails. Get the facts and tell the facts. 





The DENISTON COMPANY 
4856 South Western Avenue, Chicago 9, Illinois 


Please send me without cost 
_] Directions Booklet [—] Complete price information 
(J Pallet and other type nails 
Name___ 
Address___ 
x Zone State. 
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SOUTHERN STATES OPENS 16TH WAREHOUSE IN JACKSONVILLE, FLA. 


A trade show, featuring the products of 20 manufac- 
turers who supply Ssirco, marked the formal opening of 
this 20,000-square-foot new warehouse of the Southern 
States Iron Roofing Co. in Jacksonville, Fla., February 
18. Manager of this one of the firm’s chain of 16 whole- 
sale warehouses, which serve building material and sheet 


Several Managerial 
Changes Made By Ssirco 


Several changes in the sales and 
branch manager set-up of the South- 
ern States Iron Roofing Co. have 
been made this year in a stream- 
lining program, according to Lee 
Bartholomew, vice-president in 
charge of sales for this building ma- 
terial wholesaling chain. 

E. W. Beall and Bart Heflin, for- 
merly connected with the firm’s Sa- 
vannah, Ga., sales office, have been 
transferred. Beall is now manager 
of the Albany, Ga., branch ware- 
house. Heflin is manager of the new 
branch warehouse in Augusta, Ga. 

Charles Rea is now manager of 
Southern States’ branch warehouse 
in Memphis, Tenn. 

H. O. Nash is the new manager of 
the Tampa, Fla., warehouse. He 
formerly was manager of the com- 
pany’s Birmingham, Ala., branch. 

Eddie Rogers, former assistant 
manager of advertising for Ssirco, is 


building. 


now assistant manager of the com- 
pany’s Richmond, Va., branch. 


Strictly 


WHOLESALE 


CHARLOTTE, N. C.: Major Appli- 
ance Distributors, Inc., 1213 More- 
head St., has been appointed distrib- 
utors of Tracy steel kitchens in 
North Carolina. 


MOBILE: Shaler Houser is a new 
wholesale representative calling on 
lumber dealers in Alabama and 
Mississippi for the Underwood Build- 
ers Supply Co. here. Houser former- 
ly managed the Greenville Lumber 
and Supply Co. in Greenville, Ala., 
and the Dothan Lumber and Supply 
Co. in Dothan, Ala. 

RICHMOND, VA.: New assistant 
sales manager of Binswanger and 
Co. with headquarters here is 


metal dealers, is Leo D. Sheridan, formerly Atlanta dis- 
trict manager. Savannah general office officials joined 
the local staff in welcoming dealers, contractors, build- 
ers, and architects at the all-day “open house.” Since 
1940, Ssirco had operated in Jacksonville from a smaller 


Dabney Yarbrough. In this position 
he will promote sales in the states 
of Virginia, Georgia, and the Caro- 
linas. A native of Columbia, S. C., 
he joined Binswanger as local sales 
representative in 1949. Before that 
he was chief engineer of the South 
Carolina Aeronautics Commission 
for 10 years. He is a civil engineer- 
ing graduate of the University of 
North Carolina. 


Permalite Buys Alexite 


The Great Lakes Carbon Corp., 
Perlite Division, has purchased all 
properties of the Alexite Engineer- 
ing Division of the Alexander Film 
Co. It will operate the Alexite mine 
in Rosita, Col., and mill at Florence, 
Col., with existing equipment and 
personnel. 

It will ship perlite ore from these 
operations to customers of both 
companies, under its Permalite 
trade-name. 





@ for Asbestos Siding 
@ for Lap or Bevel Siding 
@ for Wood Shingle Siding 
They save application 


money, a 
durability. 


Bak Bie ta! 


* free samples write— 


IN 


211 S. Main St. 


RU Bs 


time and 
to appearance and 

Kokomo Korners 

plify fitting, eliminate split siding, 

and planing or cutting at corners. Corners for 

wood bevel siding are aluminum, others are zinc, 

some available in colors. 


Holes provided where 
they are to be nailed. For complete details and 


BUGHER MANUFACTURING CO. 








sim- 


Kokomo, Ind. 








WHEN YOU WRITE TO Advertisers 


! IN THIS MAGAZINE... 
bi : Tell Them YOU READ ABOUT IT IN 


Southern 
BUILDING SUPPLIES 
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ROLLLT 


WINDOW UNIT 


A New Principle 
Eliminates 
Weatherstrip Drag 
Makes Windows Easy 
to Raise 
— Plus — 
REMOV-A-MATIC 
SASH 
Which Can Be Easily 
Removed and Replaced 





Patented and 
patents pending. 





Write for descriptive folder 
with full information. 


SEE YOUR LUMBER DEALER 


HUTTIG SASH & DOOR CO., ST. LOUIS, MO. 


Charlotte, N. C. @ Dallas, Texas @ Knoxville, Tenn. @ Miami, Fla. @ 

Columbus, Ohio @ Jacksonville, Fla. @ Louisville, Ky. @ Roanoke, Va. 

@ Birmingham Sash & Door Co., Birmingham, Ala. @ Memphis Sash & 
Door Co., Memphis, Tenn. 











ER NOW! 


IRD IMMEDIATE SHIPMENT 
| (2 / FIREPLACE 
DAMPERS 

CAST 


Built right— priced right. 

All sizes 24" to 68". Rotary 

poker or chain control. Crated to assure safe 

shipment, storage and ultimate delivery to your customer. 


The nation's 

best Stee! Damper — best 

design — most rigid construction sizes 30-42" 

. . « low cost. All dampers finished in red oxide. 


Write for free catalog also containing details on “How to plan 
a successful fire place.” 


Smart dealers are selling distinctive Peerless Fireplace Fixtures 
. add them to your display ... boost sales and profits. 


Write for complete catalog and prices today. 


PEERLESS MANUFACTURING CORP, LOUISVILLE 10, KY. 





Dicks-Pontius 


QUALITY 


makes your 
profits climb! 


D-P GLAZING COMPOUND — much 
easier to use than conventional 
putty! Gives the consumer a per- 
fect product for dozens of home 
maintenance uses in addition to 
window glazing. Always ready to 
use — will not harden in the can. 
Packaged in 1 lb. cans and up. 


D-P CAULKING COMPOUND — will not 
bleed, stain or discolor masonry. 
Remains in semi-plastic state to as- 
sure tight, permanent sealing. Will 
not harden or crack. Highest quality 
—thoroughly proved! Packaged in 
1/10 gal. cartridges and in stand- 








¢ 


_ ard cans, 1/2 pt. and up. 


STOCK AND DISPLAY these high quality D-P products. Your cus- 
tomers will use them, like them, come back for more—and 
your profits will climb! Order from your jobber today! 


For 86 years the quality leader 


THE DICKS “==” PONTIUS COMPANY 
Dy: Ware) pe) ilo 


Alexandria, Va. Decatur, Ga. 


D-P 
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BECAUSE OF 


COMFORT COOLING 


Built-in comfort cooling is a packaged product that makes 
people want new homes. Progressive builders recognize the 
saleability of Reed ventilating products, because of their 
quality in design, engineering and performance. 


REED ATTIC FANS 


One design for cither vertical or horizontal air discharge. 
Completely packaged, easy to install, super-quiet. Six sizes, 
24” to 48”, certified air delivery from 5,000 CFM to 18,600 
CFM, for any size home. 


Hira AY 
Ae 


REED WIND-O-VENT FANS 


The only window fan “family’—three sizes, 20”, 24” and 
30” for any size home. Reversible in high or low speeds 
with single switch. Installed top or bottom of window. 
Quiet—quality design and construction. 


UNIT-FANS, INC. 
1001 ST. CHARLES AVE., NEW ORLEANS, U. S.A. 
SEND COUPON FOR COMPLETE DETAILS 


ab 





Send me full information about Reed 
products. 

I am interested in WINDOW FANS [7] 
. om ATTIC FANS [J 


Name ae ee: 





Address 


em 
B-4 
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Heres Why Sisalation 


IS MORE PRACTICAL... 
EASIER FOR YOU TO SELL! 


Both sides coated 
with pure aluminum 


tT ae / 


asphalt bond gee. a 





A 


Steel-like fibre 
reenforcement 


. Because Only Sisalation 
Offers these 5 Big Advantages— 
at one low cost! 







2-way reflective insulation —aquivatent 
value of about 1-inch of bulk type insu 
lation. 

Dependable prevention of costly — 
sation damages—paint peeling, woo 

rotting, plaster ruin. 






2 
S 






Protection against entry of drafts, dust, 
etc. 

The unequaled strength of close reen- 
forcing in both directions for fast, sure, 
low cost application and enduring per- 
formance. 







Minimum storage problem . . . Sisalation 
is compact in rolls. 


5 


All for 1 low material and labor cost! 


Because of its amazing 
strength, Sisalation is easily 
stapled in place without rips 
or tears. Nationally-adver- 
tised, pre-sold Sisalation is 
available in 36° and 48 
widths. For further information 
write Dept. SBS-4. 


















yo séPEEWFoRCED 
PROTECTIVE PAPERS 





The SISALKRAFT Co. 


Chicago 6, Illinois « New York 17, N.Y. 


* San Francisco 5, Cal. 






TELL YOUR CUSTOMERS 
They'll never have 
to PAINT 


TENSIONite 


ALUMINUM SCREENS 








Pe OEE SS: 






@ They never rust or stain. 
need painting. 

® Installed from inside in less than 
five minutes. No ladder needed. 


@ They cost less than wood-frame 
screens, 


@ Sizes for all double-hung wood 


windows. 
ide 


-- never 








.* ° 
EXCLUSIVE GUIDE BAR 


Detaches to serve as a template for locating correct 
Position for the top and bottom screws. Returned to 
the screen, it becomes an adjustme 
any space between screen and sill. 





nt bar, closing 


Write for names of nearby jobbers who stock TENSION. tite aluminum screens 


RUDIGER-LANG CO, 








P.O. Box 468, Toccoa, Georgia 
2701 Eighth Street, Berkeley 10, Calif. 
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indow¢ 
Here’s real proof builders buy AUTO-LOK Windows 
0 r a because they sell homes faster! 


This huge new plant is the result of tremendous 


demand for Ludman AUTO-LOK Windows. In a few 
WwOr short years they have forged into national dominance, 
because only AUTO-LOK gives homeowners everything 


they've ever wanted in a window with none of the 













disadvantages they've put up with in the past. 


No wonder AUTO-LOK is the window women want most! 





The ‘growing pains’’ of production schedules, which 
taxed old facilities to the limit, have been solved 
TODAY, Ludman is in a position to continue 
unexcelled research, design and craftsmanship 









and to provide production without equal 






Guarantee your customers a window that saves 














installation time, costs and materials and 
puts extra ‘‘buy appeal”’ into any home on WINDOWS 
today’s market. AUTO-LOK Windows are WOOD OR ALUMINUM 
available completely assembled in 7 ; 
300 sizes .. . from a jobber near you 
Contact him or write us for his name TODAY! Tightest Closing 






Windows Ever Made 








Seal shut like 


La 
LUDMAN (ieittion a 


\ x BOX 4541, DEPT. SB-4, MIAMI, FLORIDA 























LUDMAN LEADS THE WORLD 1N WinDdDOw ENGINEERING 
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It’s in the bag 


* 
A 
y. 


for bigger Screen Cloth Sales! 


THESE LUMITE” SCREENING SALES AIDS 
aheolitoly fo, TO ALL LUMITE DEALERS! 





] 
_ NEWSPAPER MAT SERVICE 
7 Ads 1 and 2 columns wide by 
1” to 7” deep to help you tie- 
in with the biggest campaign in 
the industry. 


2 
PRICE CALCULATOR 
Quickly figures total selling 
price on any width or length 
of Lumite screening. Only 
958” x 10%”. 


3 
WINDOW DECAL 
2-color, 5” x 6” all-purpose 
decal to identify your store 
as headquarters for Lumite 
screening. 


These 6 free sales aids tie you in with 
the hardest-hitting advertising campaign 
behind any screen cloth! 


SEND FOR YOURS—TODAY! 


LUMITE’ 


su 


“Registered Trade-mark 





4 
ENVELOPE STUFFER 
2-color, 3” x 6” folder for use as 


bill stuffer or handout. Six pages 
of hard sell with space for your 


bs) 
RADIO COMMERCIALS 


Written by top radio writers, 
these 20 and 30-second an- 
nouncements come ready for 
delivery on your local station. 


6 
SWATCH SAMPLES 
3” x 7” swatches let customers 
feel and handle Lumite screen- 
ing. Available in Chicopee 
green or Chicopee grey. 








ADVERTISING DEPT., LUMITE DIVISION 
Chicopee Mills, Inc., 47 Worth Street, N. Y. 13, N.Y. 


Gentlemen: Please send me free of charge the following LUMITE 
screening sales aids in the quantities indicated: 
.... Newspaper Mat Service .... Envelope Stuffer 
.... Price Calculator .... Radio Commercials 
.... Window Decal .... Swatch Samples 
[_]Chicopee Green {jc hicopee Grey 


Your Name 
Store Name ee eT 


Address 
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